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$10,100,000 STRIKE 
AND RIOT POLICY 


George H. Olmstead & Co. Handled 
Line; Cleveland Railways 
Company the Assured 








NO TRACK AND ROADBED COVER 





Four Companies Take 90 Per Cent. of 
Line; Premium, $37,000; 
Commission 15 P. C. 
(Snecial to The Eastern Underwriter) 

Chicago, Aug. 18.—Strike, riot and 
civil commotion insurance here received 
a tremendous boom when a policy of 
$10.100.000 was placed for the Cleveland 
Railwavs Company, of Cleveland, O. It 
was one of the largest policies of any 
kind ever placed. 

The report that it was the largest 
coverage in the world on one risk is an 
exaggeration, however. It is reported 
that lines running for as much as $16,- 
000,000 were placed during the war on 
du Pont properties in Delaware. 

$115,000,000 Cover on a Fleet 

The Ellerman fleet, with a total value 
of something like $115,000,000, was re- 
cently placed in the London market, and 
the Clan Line fleet, with a valvation of 
$55,000,000, was also written recently. 
“Fairplay,” a British shipping paper, in 
discussing these two great marine in- 
surance lines, said in its issue of July 
17th last: 

“Both of these fleets were placed in a 
few hours in London alone by one firm 
of brokers, Leslie & Godwin; but the 
lines accepted by underwriters were 
based upon the pro-rata of the highest 
valued boat, which, of course, would 
not be an excessive amount.” 

Four Companies Carry Bulk of Line 

The line of the Cleveland Railways 
Company was placed in Chicago by 
Howard Olmstead, of the George H. 
Olmstead & Co. agency, Cleveland. 

Four companies took 90 per cent of 
it. The Fidelity-Phenix portion was 30 
per cent of the line, according to local 
agency office gossip; the Great Amer- 
ican, 30 per cent; the Atlas, 30 per cent, 
and the Glens Falls, 10 per cent. 

The premium amounted to $87,110. 
The rate was 37 cents. 

The commission on this business is 
15 per cent. It covers the buildings and 
contents and the rolling stock of the 
Cleveland railroad, but not the roadbed 
or tracks. It is a three-year policy, 
carrying the 100 per cent co-insurance 
clause. 

The publicity given the placing of 
this line—every newspaper in the coun- 
try had something to say about it—was 
responsible for the increased demand 
noted for strike, riot and commotion 
insurance. 
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Service to itheiteaitins and to Agents Unexcelled 


FIRE AND ALLIED BRANCHES OF INSURANCE 


Fire, Lightning, Automobile, Commissions, Explosion, 
Hail, Marine (Inland and Ocean), Parcel Post, Profits, 
Registered Mail, Rents, Rental Value, Riot and Civil Com> 
motion, Sprinkler Leakage, Tourists’ Baggage, Use and 
Occupancy, Windstorm, Full War Cover. 
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Security 
Resources ample for 
all obligations. 


North British 


and Mercantile 
Insurance Co. 


ESTABLISHED 1809 


Service 
Expert advice on in- 
surance problems. 


CECIL F. SHALLCROSS, 
United States Manager 
76 William St., 
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EQUITABLE LIFE of IOWA 


Announces 
New Policy Forms 


Incorporating: 
INCREASED TOTAL DISABILITY BENEFITS 
DOUBLE INDEMNITY BENEFITS 
and 
OTHER INCREASED BENEFITS AND 
PRIVILEGES 
Low Net Cost and Best Service to Policyholders 
For Agency Connections Address 


HOME OFFICE DES MOINES 


FIRST 3,500 CASES OF 
WAR RISK CONVERSION 


Cash Payments on Surviving Endow- 
ment Period Attracts Many to 
That Insurance Plan 








31 PER CENT. TAKE 20 PAYMENT 





Only 7 Per Cent. Convert to Ordinary 
Life; Average Policy Converted 
$3,736 





The Eastern Underwriter is able to 
present official data covering the con- 
version of the first 3,500 cases of Bu- 
reau of War Risk Insurance. 

This data covers the percentage by 
plans, average amounts and mode of 
payment of premiums. 

The percentage follows: 

Percentage Average 











Plan of Total Policy 
Ordinary Ube ..cesess 71% $5,820 
Be DAY Te ccscewceced 31% 4,556 
oe et ee Sewtiueieae 2% 6,217 
20 year endowment... 51% 2,670 
30 year endowment... 7% 4,642 
Endowment at 62..... 2% 

THOR then vewnnael 100% $3,736 
By Mode of Paying Premiums 
ROU 50's6000050060660500000508 43% 
EN cicevetsroeseare deemed 25% 
BOOED «0 «0.0000 406004660608 15% 
GREE 6.03 66s ete ceebisixesiotens 17% 

WO. éuhassessueseonsisesianen 100% 


It is very probable that the high per- 
centage of endowments is due to the 
fact that as at present drafted the en- 
dowments provide for cash payments 
on surviving the endowment period, 
whereas the life policies provide for in- 
stalment payments. It is also due to 
the fact that some men who are con- 
verting now without any campaign are 
probably those who wish to invest some 
of their own personal funds. 


WILL HELP HOME BUILDERS 








Prudential Will Entertain Applications 
for Mortgages on Residence Prop- 
erties in New Jersey 
The Prudential Insurance Company 
has announced its intention to help 
New Jersey home builders. It will en- 
tertain residence mortgages on prop- 
erty in the northern part of the state. 
Being aware of the acute housing con- 
ditions existing in the Metropolitan Dis- 
trict, and having found the demand for 
loans on residence properties large, the 

company has taken this action. 
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Loans’ Significance 
to Insurance Men 





FIGURES ANALYZED BY BUSER 





Every Head of Family Substantially 
Able to Buy $10,000 of 
Insurance 





F. D. Buser, of the Fidelity Mutual 
Life, has taken the figures of the Lib- 
erty and Victory loans, analyzed them, 
shown their significance to life insur- 
ance men, the thrift argument they 
contain, and made other valuable ob- 
servations. He said: 

When the United States entered the 
war, there were only 690,000 known 
bond buyers in this country. At the 
outset the government realized thut it 
was necessary to educate our people 
to both an understanding of the secur- 
ity as well as the necessity of buying 
government bonds to sustain our meu 


at war. 

It was estimated that if on the first 
loan 3,000,000 subscriptions could be 
secured, the education in a preliminary 
way would have been accomplisacd and 
that from that time on the various loans 
would show a normal increase in the 
total number of subscriptions received. 
The problem confronting the govern 
ment was primarily to inculcate a sav- 
ing habit which would permit of the 
issue of the additional loans by having 
each and every individual save part of 
his income, which would permit of sub- 
scriptions to each loan as it came out. 


Habit of Saving 


As the result of the education on the 
part of the government, and partien- 
larly on the information furnished 
throughout the entire country by the 
life insurance officials and men to tne 
various liberty loan directors, who in 
turn passed it on to tke newspapers 
and the four-minute men, the total num- 
ber of subscribers to the first loan was 
more than doubled wher tae sé¢cond 
was sold; the third loan was the must 
remarkable of all in that, notwithstand- 
ing that the loan was sold during the 
period of the influenza spidemic, 21,- 
0000,000 subscriptions were received 
with a per capita average of $67—three 
and one-half times the per cap!ia aver- 
age of the first loan. 

That this habit of saving was a pre- 
gressively successful result of the edu- 
cational plan pursued is saown by the 
fact that 65 per cent of all the subscrip- 
tions received were upon some install- 
ment plan of payment, ‘The total cach 
payment on the first loan was 27 per 
cent; on the second, 25 per cent; on 
the third, 15 per cent; on the fourth, 
10 per cent; on the fifth, 75 per cent. 

The small percentage on the fourth 
ioan was caused, as you know, by the 
influenza epidemic. This was taken 
care of by the government plan of bor- 
row and buy. The very large percent- 
age of cash payments in the fifth loon 
was covered principally by the ex- 
change of certificates of indebtedness 
these certificates of indebtedness hav- 
ing been bought on an average 27f two 
weeks apart during the previous six 
months. : 

We also discover that 62 er cent of 
the total subscriptions rezcivel were 
from those who subscribed for at least 
three out of the five loans. We ulso 
note that, in each of the loans, an 
average of 38 per cent was subscribed 
through more than one source. 

On the total of the 65,009.000 of sub- 
scriptions received, discounting all of 
the elements which would vo to syow 
a duplication of subscriptions through 
more than one source, we reneh the 
amazing conclusion that 18,000.900 peo- 
ple out of the population of 105,000,000 
were subscribers to the loans, and wa 
also reach the amazing conclusion that 


there is outstanding in the hands of 
the banks less than 20 per cent of the 
various loan issues which are still to 
be paid for, so that we know that prac- 
tically $18,000,000,000 of the $21,471,- 
000,000 allotted by the govecnment o 
the various loans have heen p.wid in. 
The deduction that we make indicates 
that the average saving per individual 
of the 18,000,000 subscribers is almost 
$1,000 in the two years’ time—$590 per 
year more than the equivalent of the 
premium on $12,000 of insurance. 
By Families 


Our population is correctly estimated 
at 105,000,000—each family is repre- 
sented by five-and-a-half individuals; 
then every head of a family in this 
country has shown substantially an 
ability to pay for at least $10,000 worth 
of life insurance. What, then, shall be 
the concrete application to life insur- 
ance in general and .he F'%elity in par- 
ticular to preserve this habit of saving 
and thrift? You can rin over every 
financial avenue open ¢9 tle public and 
there is no other forin of saving which 
can possibly combine tne elements of 
voluntary yet compul3er7 paymeut in 
the form of savings, except the collec- 
tion of life insurance »rem ums. The 
facilities of savings banks by improving 
and enlarging their operations, the use 
of the postal savings account, the buy- 
ing of war savings stamps, the payment 
on building and loan shares, or buying 
bonds on instalments, every element of 
suggestive saving available to the peo- 
ple at large, with the exception of life 
insurance, combines with it too large 
an element of postponement of pay- 
ments when due, and the too quick fa- 
cility for cashing in on the savings 
when made. The payment of the life 
insurance premium must be made reg- 
ularly, the saving toward the date of 
payment must be done regularly. The 
people at large having bought 65 per 
cent of the loans on instalment pay- 
ments, have demonstrated clearly that 
the instalment accumulations of money 
for a particular purpose by a certain 
stated date, is the only form of thrift 


which is specific in its application and 
which is absolute in its results. 


Thrift Creates Estate 


The motives largely back of the buy- 
ing of the various Liberty loans was 
the saving of money for self and the 
support of the government. The fact 
that you and I and every other life in- 
surance man in this country preached, 
and preached, and preached that there 
would be no loss in principal in buying 
Liberty bonds and that there was ean 
income to be derived from it, eventually 
persuaded people that they had within 
themselves the ability to buy and save. 


Life insurance premiums, then, under 
our preachment can be made to be un- 
derstood by the public by the repeated 
and forceful exposition of instalment 
payments to create a permanent estate 
and should enable us to save this habit 
of thrift which has been established. 

The mutual life insurance company 
is purely a- co-operative institution. 
Every dollar contributed in premiums is 
merely the fractional distribution of the 
total risk. The answer to the continua- 
tion of this habit of saving and thrift is 
to have people pay limited instalments 
to accumulate for self, to be received 
in turn by them as income. We have 
preached that the government supervi- 
sion of life insurance classifies it as the 
one institution in which no net loss can 
take place. The payment of the pro- 
ceeds of the life insurance policy bought 
of a well-established, reputable com- 
pany is never questioned by the man 
who buys it. He assumes that the 
obligation is to be met and he classifies 
the policy of life insurance in a repu- 
table company on the same par as his 
Liberty bonds. 


The selfish motive of saving for per- 
sonal benefit is the one motive which 
impels men to save systematically. No 
company in the country has a better or 
wider opportunity of doing the greatest 
possible good to the people at large 
than has the Fidelity in the sale of its 
life income polictes, for whether the 
man lives or dies, the proceeds of his 











The Guardian Life Insurance 
Company of America 








Established 1860 under the Laws of The State of New York 





New Insurance Paid For in 1918............ 
Total Insurance in force, January 1, 1919.... 
REE chad ca miei beemey ideeeanerewinda)a 
Surplus assigned and unassigned............ 


New issues in 1919 being paid for at the rate of 
over $35,000,000.00 annually. 


$24,657,927.00 
179,410,731.00 
. 56,111,806.00 
4,999,205.00 











For information concerning a direct agency connection, address 


T. LOUIS HANSEN 


Vice-President and Agency Manager, 


50 Union Square, New York City 





contract are available as income. 

Is it not true, then, that it is only 
the life insurance companies of this 
country who have the facilities, who 
have trained men, who have the plans 
for carrying forward the continuation of 
the education of the mass of the people 
in frugal saving habits to save for 
themselves and their families the net 
surplus of their earnings? 





FORMER OFFICIAL ARRESTED 





Charles A. Ambler, Once Pennsylvania 
Insurance Commissioner, in Toils 
Following Bank Failure 





Former insurance commissioner of 
Pennsylvania, Charles A. Ambler, has 
been arrested on warrants issued by the 
state bank examiner. He, together 
with Ralph T. Moyer, cashier of the 
failed North Penn Bank, Pittsburgh, is 
accused of conspiring with Moyer to de- 
posit state funds in the bank with the 
understanding that Ambler and his 
friends would derive benefits; also with 
conspiring to have the bank issue to 
him certified checks without having 2 
deposit in the bank of sufficient money 
to pay the checks. Another charge is 
that he and his friends received large 
loans without interest from the bank. 

Ambler was appointed insurance com- 
missioner in 1917, by Governor Brum- 
baugh. He was removed by Governor 
Sproul in 1918. 

After the North Penn Bank had been 
closed it was disclosed that Ambler had 
deposited $402,000 of funds of the for- 
mer Pittsburgh Life and Trust, of which 
he as insurance commissioner was cus- 
todian, in the North Penn Bank and 
that shortly thereafter he began porrow- 
ing large sums for his personal use 
from the bank. After depositing the 
state moneys he withdrew $175,000. 





CONCORD CONVENTION 
Fourth Annual Meeting of the United 
Life & Accident Insurance 
Company Agents 





The fourth annual agents’ convention 
of the United Life & Accident Insur- 
ance Company will be held in Concord, 
N. H., August 26, 27 and 28. 

President S. W. Jameson will deliver 
the address of welcome, the response 
being made by L. C. Cole. 

Among some of the papers to be 
read are these: “Why the United 
Life?” Special Agent G. B. Wright: 
“How to Write Farmers,” by General 
Agent G. L. Jordan; “Agents, Success- 
ful and Otherwise,” by Special Agent 
L. B. Shearin; “City Fields,” by Gen- 
eral Agent A. J. Weil; “Planning the 
Work,” by General Agent Herbert 
Woolley; “Working the Plan,” by 
Agent G. T. Ward. 

Among Home Office men who will 
talk are Secretary Robert J. Merrill, 
Actuary Richard Brodin, Medical Di- 
rector Robert J. Graves and Chief 
Clerk F. E, Rushlow. 

Insurance Commissioner Donahue 
and Governor Bartlett will attend the 
annual banquet and address the agents. 





THE AMERICAN LIFE CONVENTION 





Now Has Membership of 118 Companies 
Which Have $4,000,000,000 
Insurance in Force 





The American Life Convention, which 
meets in Omaha September 22-23, now 
has a membership of 118 companies. 
which have in force an aggregate of 
more than $4,000,000,000, and which in 
1918 produced a volume of $4,195,000.000 
insurance. This was a gain in 1918 of 
$534,104,000. These companies have ad- 
mitted assets of $576,651,000; and the 
assets in 1918 increased more than 
$73,000,000. The reserve of American 
Life Convention companies is $418,- 
176,658. 

E. G. Simmons is president; T. W. 
Blackburn, secretary, and counsel of the 
American Life Convention. 
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Controversy in 
Chicago Association 





OVER COMPANY OFFICIALS 





Divided About Agents’ Qualification 
and Preliminary Term Measures; 
May Exclude Executives 


(Special to The Eastern Underwriter) 


Chicago, Aug. 18.—The question of 
whether or not officials shall continue 
as members of the Chicago Association 
of Life Underwriters has caused a live- 
ly controversy in that organization, 
which is likely to be given a public air- 
ing at the next meeting of the associa- 
tion. The Chicago association is said 
to be the only one in the country to 
which company officials are admitted 
and eftorts are now under way to change 
the constitution so as to exclude all 
but rate book men. 


The controversy is an outgrowth of 
the association’s experience in connec- 
tion with two bills which were up be- 
fore the 1919 session of the Illinois 
legislature. The Chicago life under- 
writers were especially interested in 
an agents’ qualification bill. which was 
pending in the legislature, and which 
they thought was practically certain of 
passage. When the end of the session 
was drawing rather near, without any 
action on the bill, E. C. Platter, presi- 
dent of the association, went to Spring- 
ficld to see what could be done about 
it. Speaker Shanahan, in whose hands 
the fate of the bill in the house rested, 
told Mr. Platter that he would see that 
it was put through if the officials of 
Chicago Life companies would give the 
measure their endorsement. 

It looked as though that should be 
easy enough to obtain as two of those 
officials were members of the committee 
named by the Chicago association to 
take charge of the bill, but when it 
came to a showdown both of them de- 
clared against it, which of course sealed 
its fate, and the session closed with 
the bill still on the speaker’s table. 


Divided on Preliminary Term 


The other legislative matter which 
figures in the controversy was one 
growing out of the use of the prelimi- 
nary term plan by Illinois companies. 
After an unsuccessful effort had been 
made by those companies to secure a 
modification of the Massachusetts law 
requiring all companies operating in 
that state to set aside the full legal re- 
serve on the first year’s business a re- 
taliatory measure was drafted and intro- 
duced in the Illinois legislature, having 
as its purpose the barring of Massa- 
chusetts companies so long as _ that 
state refuses to admit the Illinois com- 
panies on the basis recognized in this 
state. 


Some of the agents of eastern com- 
panies who are members of the Chicago 
association were strongly opposed to 
that measure, but found that it had as 
its chief backer, Isaac Miller Hamilton, 
president of the Federal Life, and a 
member of the executive committee of 
the Chicago organization. The bill 
failed of passage, but the efforts put 
foith on its behalf increased friction 
already existing among Chicago under- 
writers and figured prominently in the 
movement to exclude company officials 
from the local association. 

Charges of “double crossing,” espec- 
ially in connection with the agents’ 
qualification bill, have been made quite 
freely and an interesting session is 
promised when the matter comes up for 
final action. 





Duke Roberts has been appointed 
manager of the Travelers Insurance 
Company of Hartford, at Binghamton, 
N. Y. Mr. Roberts has been for seven 
years connected with the company’s To- 
ronto branch as special agent traveling 
in the Ontario District. 


Capt. Mack Denies 
Twisting Charge 





ASKS FOR AN_ INVESTIGATION 





Cincinnati General Agent Served With 
War Risk Bureau; Returned From 
France in May 





Captain W. W. Mack, general agent 
in Cincinnati of the Northwestern Mu- 
tual Life, flatly denies the charge that 
he has twisted war risk bureau poli- 
cies, In a letter to Insurance Commis- 
sioner W. H. Tomlinson, of Ohio, Mr. 
Mack said: 

“Upon my return to Cincinnati this 
morning (August 13) I learn that the 
director of the War Risk Bureau has 
written you with reference to a charge 
that I had ‘twisted’ three hundred war 
risk policies. 

“The charge that I have twisted any 
policy is absolutely untrue, and the cor- 
rectness of my statement can be ver- 
ified by either the Home Office or my- 
self at any time if you so desire. I am 
at your command to furnish you with 
any information you desire. 

“With assurance of highest respect, 
I am——” 

The charge was brought by Blair 
Banister, a solicitor for the Cincinnati 
office of the Equitable Life Assurance 
Society, and a brother-in-law of Carter 
Glass, secretary of the treasury. Cap- 
tain. Mack was in France for the War 
Risk Bureau, placed thousands of poli- 
cies on the books of the War Risk Bu- 
reau, and attracted international atten- 
tion by inducing the king of England 
to sign an application. He has been 
home since May. The Ohio Commis 
sioner has been asked to investigate. 
Friends of Captain Mack say it is im- 
possible for him to have “twisted” 300 
policies; that he hadn’t time to do it if 
he wanted to. 











Agents to Hear From 
Prominent Producers 





FIVE SPEAKERS AT PITTSBURGH 





Scott and Lovelace, From Carnegie, on 
Program—Posey to Start Social 
Service Discussion 





The National Association of Life Un- 
derwriters, which meets in Pittsburgh 
in its thirtieth annual convention Sep- 
tember 29, 30 and October 1, has an- 
nounced its speakers. 

E. A. Woods will give the address of 
welcome, President Voshell responding. 
Orville Thorp, of Dallas, Texas, is the 
first speaker with a set subject, which 
is “Selling Enough Life Insurance.” 
“Thrift and Its Functions in Life In- 
surance,” will be the topic of the paper 
of J. J. Jackson, of Cleveland; “Life 
Insurance for Women,” will be dealt 
with by Miss Anna Ketensky, of Los 
Angeles, who won a prize for a clever 
talk to the National Association of Life 
Underwriters at New Orleans. J. R. 
Rosebery of Columbia, S. C., a new man 
in National Association programs, will 
tell how to insure farmers. 

Earl G. Manning, Provident Life & 
Trust, Boston, a successful literateur as 
well as a cracking good life man, will 
talk on written methods of selling in- 
surance. Frederick W. Fuller, of Spring- 
field and Boston, has as his topic: “Life 
Insurance to Cover Inheritance Taxes.” 
Mr. Fuller is a marvel at production, 
and recently has written a large amount 
of group insurance. 


Industrial als Feeder 


That industrial insurance is a good 
feeder for writing ordinary business 
will be demonstrated by Jesse L. Scott, 
of Detroit. Graham C. Wells, of Pitts- 
burgh, will lead a discussion on the 
best methods of selecting agents. Harry 





The Prudential Insurance Company | 
of America | 


' FORREST F. DRYDEN 
President 


Incorporated Under 


HOME OFFICE 
Newark, N. J. 


the Laws of the State of New Jersey 





T. Miller, of Minneapolis, whose paper 
on banker insurance agents caused lots 
of talk when delivered recently, is 
scheduled to discuss “Value of Daily 
Reports.” 

Griffin M. Lovelace, secretary of the 
life insurance training school of the 
Carnegie Institute of Technology, will 
tell all about the school in his paper 
on “Technical Training of Life Insur- 
ance Salesmen.” Already, companies 
have subscribed many scholarships for 
this school. 

William M. Duff, of the Woods 
agency, Pittsburgh, will talk of “Syste- 
matically Planned Work.” Few men 
are better qualified. 

Col. Walter Dill Scott, of the Car 
negie Institute, who is a pastmaster in 
life insurance salesmanship psychology 
and every other mental study, will talk 
of “Psychology of a Life Insurance 
Sale.” He has already appeared be- 
fore the national association, his talk 
in New Orleans being a corker. Lieu- 
tenant-Commander Fred Savage, who 
left the New England Mutual Life at 
Baltimore to go into the navy, his gen- 
eral agency being thereafter conducted 
by his wife, who demonstrated surpris- 
ing business ability, will tell of govern- 
ment life insurance for soldiers and 
sailors. 


Posey Paper to Start Discussion 

The last, but one of the most impor- 
tant papers on the program, is that of 
Charles R. Posey, Mutual Life, Balti- 
more, on “Life Insurance as a Social 
Force.” It will be followed by a dis- 
cussion in which many delegates will 
participate. 





ESTATES TAX OPPORTUNITIES 





Agent Doesn’t Have to Number Milllon- 
alres Among Acquaintances to 
Use This Argument 





Are Mutual Benefit men fully utilizing 
their Estate Tax Insurance opportuni- 
ties? that Company asks. There seems 
to be a feeling on the part of some men 
that such insurance is applicable only 
to millionaires and that therefore it pre- 
sents a highly restricted field. This is 
not a fact. For instance, a net taxable 
estate of $250,000 at death would be 
assessed $5,500 by the Federal Govern- 
ment. Under a net taxable estate of 
$450,000 the amount due the Govern- 
ment would be $13,500, which sums must 
be paid promptly and in cash. In addi- 
tion to this and in calculating the 
amount of liquid funds there are the 
State Inheritance taxes to be taken into 
account. 

As a rule wealthy people have com- 
paratively little cash on hand and al- 
though the estate is worth many times 
the amount of the taxes due, the neces- 
sary cash is seldom immediately avail- 
able when it is needed. 

The banks in their advertisements 
agree that there is no better way to pro- 
vide ready cash for these contingencies 
than through policies expressly issued 
for that purpose. It may be true that 
the average life insurance man numbers 
few millionaires among his clientele, but 
that need not deter him from giving 
persons whose wealth is not so great the 
benefit of Mutual Benefit service. He 
can thus garner a pleasing harvest of 
applications from $1,000 up, as an ad- 
junct to his regular business, and inci- 
dentally in many cases render a fidu- 
clary service. 





The Holland Silk Manufacturing Co., 
Willimantic, Conn., has taken out a 
$120,000 group policy in the Connecticut 
General. 





Lieutenant William B. Harn, of Ak- 
ron, O., has qualified for the Half Mil- 
lion Corps of the Equitable Life Assur- 
ance Society. 
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that Sirius, the dog star, 
rises and sets with the sun, thus giving 
the period the plebeian and unromantic 
name of dog-days—and it is then, too, 
when “every dog has his day.” 

However, these particular dog-days of 
August, 1919, are the most exceptional 
ever experienced by life agents in point 
of summer opportunities. Instead of 
there being a let-up in business, as 
usual, things are on a rush, surpassing 
in speed and volume all records of the 
busiest seasons of the past. Why, not 
even do we find the stores marking 
down their stocks and advertising the 
usual bargain sales. They are too busy 
delivering the goods. 

“But why dwell on the prosperity 
racket?” some will ask. 

The answer is just this: The majority 

of men need to be hammered hard to 
make them see unusual opportunities 
until they are passed. We know this to 
be so from the fact that comparatively 
few emerge from seasons of great pros- 
perity any better off than previously. 
The “great majority,” seeing the chance 
only when it has gone by, can show only 
what “might have been” their good 
fortune had they been strictly on their 
ob. 
. The keen-eyed, quick-to-act, get the 
persimmons in times like these. How 
true the old saying, “Time and tide 
wait for no man.” No man can choose 
the day for his best opportunity. Hence 
only those who accept any day—dog- 
days or what not—when the tide of 
fortune is running high, and co-operate 
by throwing themselves, soul and body, 
into the job, can hope to come out big 
winners. 

Otherwise stated, we've got to make 
the very most out of all fat seasons to 
enable us to bridge the lean ones and 
emerge from the fierce battle for wealth 
with a balance on the rignt side of the 
ledger—a balance to stand us in stead 
when the “sere and yellow leaf” ap- 
pears, to say nothing of making pos- 
sible, in passing years, the enjoyment 
of sundry comforts and pleasures. 

Wherefore, we say to you, fieldmen, 
cut out the thought of heat and dog-days 
and accept with alacrity the gift of the 
gods which is now yours in the shape 
of an unusual August Opportunity. 

We should make it the best month 
of the year, so far.—Missouri State 
Life “Bulletin.” 


. a 


In a recent talk made to 
Hunsickeron agents of the Fidelity 
Inheritance Mutual Life Clayton M. 
Tax Hunsicker, one of the 
leading agents of that 
Company, said: “I do not care whether 
you are canvassing in the rural dis- 
tricts or soliciting in the large business 
centers. There are some rich men who 
will be interested in the subject of the 
inheritance tax, and they will treat you 
more cordially than the man of lesser 
means. Get the thought of inheritance 
taxes in your minds. This is the big 
argument that was used in effecting the 
big insurance in the past two years— 
Morgan, the du Ponts, and hundreds of 
others who have been insured on these 
arguments. Let us get the vision of the 
big things, the big things that are worth 
while—that are going to increase our 
helpfulness to others and our earning 
power for ourselves. 

“The prospect frequently asks: ‘How 
do you make your insurance payable to 
cover the tax?’ 

“I reply: ‘The new law that we now 
have makes all insurance over $400,000 


may as well make your insurance pay- 
able to your executor.’ 

“Just another thought: Some of my 
prospects have said to me: ‘I can give 
away my estate while I live, so I won’t 
have to pay the tax.’ Referring to the 
laws, we find that if death occurs within 
two years such a gift is subject to the 
tax. Another thought I want to leave 
with you is this: If he pays his first 
premium and dies, his executor will 
have the cash to pay the taxes im- 
mediately and thus get a 5 per cent dis- 
count, which will amount to more than 
this premium.” 

a o * 
In offering your pros- 
Lifeinsurance pect a $10,000 policy at 
an age 35, premium 

Investment $216.20, you offer him 

in return for annual 
instalments of about two per cent of its 
value, a $10,000 investment worth one 
hundred cents on the dollar and guar- 
anteed against depreciation, says the 
Travelers to its agents. With all other 
forms of investments the balance of any 
unpaid amount must be paid, while in 
insurance the unpaid balance at death 
is canceled and the full value is re- 
ceived. 

An Ordinary Life policy at this age 
guarantees to the purchaser’s family 
over forty-six times the cost if the in- 
sured dies within the first year. 

At the end of the sixteenth year the 
return in event of death would be over 
twice the cost with interest compound- 
ed at 4 per cent. The insured would 
have ‘to attain sixty-one years of age, 
a period of twenty-six years of insur- 
ance, during which more than 31 per 
cent of the people insured at the same 
age as himself would have died, before 
the toial he had paid in, compounded at 
4 per cent would have equaled the ma- 
tured value of his policy. 

The full value of this policy is not 
only realized at death but in case of 
permanent total disability from acci- 
dent or disease, in which event not 
only do payments of the insured to the 
company cease, but the company pays 
the insured an income of $100 a month 





WRITE THE GREATEST VOLUME OF 
GUARANTEED LOW COST LIFE INSURANCE 
AND 
CASUALTY INSURANCE 


THE OPPORTUNITY TO SUPPLY THESE INSURANCE 
NEEDS GUARANTEES AGENTS THE BROADEST 
FIELD AND THE LARGEST INCOME. 








as long as he lives, and in addition the 
full amount of insurance is paid at his 
death. 

Under what other guaranteed invest- 
ment will the company selling the in- 
vestment itself pay the instalments re- 
maining unpaid at disability and pay 
an income of 12 per cent of the face 
during disability and then turn over the 
whole face value at the insured’s death 
to his beneficiary? 

Nor should it be forgotten that, aside 
from the insurance, with every payment 
of premium the immediate cash value of 
the policy increases so that if the needs 
of insurance should cease the cash value 
would reduce the cost of many years of 
protection of a large amount of insur- 
ance to a very insignificant figure. 

- e . 


In discussing the. de- 

50 or 100 creasing value of the 
Cent Dollars— dollar and its effect on 
Which? life insurance J. L. 
Babler, general manager 

of agencies of the International Life, 
said this week in a statement to agents: 


“As compared with 1915 your pros- 
pect’s dollar of today purchases only a 
50 cent commodity, one single excep- 
tion noted, a policy of life insurance. 
A policy contract issued by this com- 
pany carries the old premium and gives 














surance. 





“The Oldest Company in America” 


Issued its first Policy in 1843 


Three leadership achievements of the Mutual Life:—The American 
Experience Table of Mortality, the corner-stone of modern life in- 
The “contribution plan” of surplus distribution, used al- 
most universally by American companies. 
ment policy, the basic form of all Life Income contracts. 


“Mutual Life’—known in every household. 
and service, notable financial strength, co-operation with agencies. 
Life Insurance at its best!—the Agent’s desire and ideal. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 


The Continuous Instal- 


Unexcelled policies 




















full dollar value for every 50-cent dollar 
invested. Further, it will enable your 
prospects to deposit 50-cent dollars at 
the present standards and cash in later 
for real dollars at a time when the 50- 
cent dollar has re-established its 100- 
cent purchasing power. 

“An International Life policy, like a 
savings bank account, enables the pres- 
ent accumulation of cheap dollars for 
exchange for dear and scarce dollars 
as the policyholder’s age advances, or 
should the policy contract erect itself 
as a monumental fund to the policy- 
holder’s memory—a fund from which 
his dependents may draw 100-cent dol- 
lars to set up a full 100 per cent of edu- 
cation and independence. 

“We don’t know what conditions may 
be next year. Apparently they will be 
good. But we do know that the collec- 
tion of 50-cent dollars now for conver- 
sion later into 100-cent dollars opens 
to the field organization the opportun- 
ity to make August a new business 
month of proportions that nobody would 
have ventured to forecast a year ago 
when the company was writing one- 
third of the volume of today.” 





DONALDSON DICTUMS 





Wise Sayings by a Commissioner of 
Insurance Relative to 
Life Agents 





Commissioner Donaldson, of Pennsyl- 
vania, in a talk before agents of the 
Fidelity Mutual Life, made these obser- 
vations recently: 


If any man asks me what the “A” 

company is, I say “Tell me who the 
managers are and I will tell you some- 
thing about the company.” An institu- 
tion is only half as big as the men who 
manage it. 
. The most difficult thing in the world 
is to think and the next thing is to de- 
cide—think and decide. Any animal can 
walk, but thinking and deciding are 
different propositions. 

The worth-while man in the world is 
the constructive man; the man who 
merely seeks to eliminate one wrong 
or correct an occasional wrong is not 
going to get very far. 

Complaints in insurance are the ex- 
ception. Complaints in life insurance 
are few and far between. Life insur- 
ance is the cleanest of them all. 

GOING TO WHITE SULPHUR 

Among the New Yorkers who will 
attend the White Sulphur Springs meet- 
ing of the Insurance Federations are 
E. M. Griffith, president of the New 
York Federation; A. C. Hegeman, 
chairman of the executive committee; 
Stanley L. Otis, executive secretary, 


and F, M. Chandler, of Troy. 
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MASSACHUSETTS MUTUAL LIFE AGENTS CONVENTION 





Return Railroads 
to Private Ownership 
Urges Pres. McClench 


MASSACHUSETTS MUTUAL MEET 








Business of Company Big—$58,000,000 
in First Six Months— 
$49,000,000 Net Gain 


Springfield, Mass., Aug. 19.—In ad- 
dressing the opening session here today 
of the twenty-eighth annual convention 
of the Agents’ Association of the Massa- 
chusetts Mutual Life, President William 
W. McClench told agents to exert all 
the influence they have with Senators 
and Congressmen for the return of the 
railroads to private ownership. 

He discussed the chaotic conditions 
in commerce, politics, transportation 
and economics, abroad and at home, 
but felt sure that the common sense of 


the country would assert itself and 
that there would be an improvement. 

In beginning his talk he discussed the 
affairs of the company, some facts given 
being these, 

During the first six months of 1918 
the Massachusetts Mutual Life agents 
produced $58,000,000, adding to insur- 
ance in force $49,000,600. The Com- 
pany can write under the New York law 
$122,000,000, which it will reach easily. 

Mortality has taken an upward turn. 
Up to August 1 it was about 70 per 
cent for the Massachusetts Mutual. 

Some time ago tthe Massachusetts 
Mutual removed all military and naval 
restrictions. 

The Company has issued a new rate 
book and a new salesmanship book. 

The Railroads 

After paying some compliments to 
Gerald Eubank, the Company’s new as- 
sistant superintendent of agents, Presi- 
dent McClench started discussing public 
affairs. 

“We have had our Home Office prob- 
lems,” he began, “and one of these is 
the question, What is to become of the 
railroads. Every person here can be an 
apostle of sound, constructive legisla- 
tion. My appeal to you is that, in so 
far as you may be able, you bring your 
influence to bear upon your Representa- 
tives and Senators in Washington to the 
end that safe and sound legislation 
may be enacted. Millions of people over 
this country are interested in the stocks 
and bonds held by the insurance com- 
panies; more interested perhaps than 
they themselves realize. It would be a 
very unfortunate thing if Congress 
should decide, as some one recommend- 
ed recently that the security holders 
should be given bonds to the amount of 
two-thirds of their present holdings. 
That would take out of the Massachu- 
setts Mutual about $14,000,000. If that 
program were carried out you can cal- 
culate what effect it would have on our 
Company. 

“The Massachusetts Mutual has for 
some time heen a member of the Asso- 
ciation of Owners of Railroad Securi- 
ties. That association has presented 
its plan to the Government at Wash- 
inglon—the Warfield plan. We believe 
that it has many features of merit, 
which should commend it to those in 
control at Washington, although it may 
be that some modifications might 
properly be made, but, in all ways you 
can use your influence to see that the 
railroads shall be returned to their own- 
ers under conditions that will protect 
the property-owners, that will treat the 
laboring man fairly, and that will also 
not impair the securities.” 

World Conditions 

Mr. McClench said it was discon- 
certing to pick up a daily paper nowa- 
Gays when one thinks of the future. 


The whole world seems to be in a fer- 
ment, whether we look at news abroad 
or at home. 

“We have many reasons for doubt 
and uncertainty about the future,” he 
continued. “Chaotic conditions exist in 
almost all departments of life, in indus- 
try, in commerce, politics and even in 
religion. The world appears to be in 
the sweep of great currents, and no man 
can tell whither we are _ drifting. 
Abroad we see evil conditions existing 
in some countries; at home we note the 
unsettled state of labor, commerce and 
transportation. All kinds of theories are 
advanced, while many who advocate 
ideals of democracy are not prone to 
realize the importance of law and order. 


The Bright Side 


“It is easy to paint the picture dark 
nowadays, but one would not be telling 
the whole story if he looked only on 
that side. It is true there are many 
sinister influences prevailing, but we 
are also conscious that there are great 
constructive forces at work as well. All 
over the land men and women are giv- 
ing themselves with self-sacrificing de- 
votion to righting the wrongs, remedy- 
ing the evils which we all realize exist.” 

President McClench offered the opin- 
ion that in Congress the Senators and 
Representatives are striving earnestly 
and sincerely to bring about a solution 
of the difficulties which beset the coun- 
try, and he agreed with President Wil- 
son that the heart of the people is 
sound. He believed also that the av- 
erage man in business life was doing 
his best to solve the perplexing prob- 
lems of labor and capital. Among other 
great forces working to straighten out 
the troubles of the world he cited the 
forces of Christianity. 

Mr. McClench concluded his talk with 
a stirring testimony to the institution of 
life insurance, and its tremendous im- 
portance to the welfare of the people. 








How to Start the 
Day Correctly 


MONDAY ON SUNDAY 





THINK OF 





Get in Right Frame of Mind; Attend 
Agency Meetings; Have Definite 
Program; Read 





Springfield, Mass., Aug. 19.—Harry N. 
Haven, of the Massachusetts Mutual in 
Boston, made a talk on “How to Start 
the Week Right,’ before the agents’ 
convention of that Company today. His 
suggestions in brief follow: 

No. 1. Start the day in the right 
frame of mind. Give a thought to Mon- 
day on Sunday. One eats dinner at night 
during the week and at noon on Sunday, 
a departure from routine. Therefore, 
don't eat too much and manage to find 
some Sunday exercise. 

No. 2. Attend a snappy agency meet- 
ing where you can hear how some one 
made good and can guard against dupli- 
cating the experience of some one who 
fails, Maybe, you will not hear any- 
thing new, but old truths sometimes 
furnish inspiration, at the same time 
pulling one out of the rut. 

No. 3. When you leave the office get 
to work. The time to see people is 
when you are full of enthusiasm. If no 
enthusiasm is generated at the Monday 
morning meeting something’s wrong 
with the meeting. 

No. 4. Have a definite program. Know 
whe you want to see and see them. 

No. 5. If eight hours are set aside for 
work, and sixteen for recreation, rest 
and sleep, don’t steal from the eight- 
hour work margin. 

No. 6. Keep in touch with the world’s 
doings and the happenings in your own 
business. There are lots of insurance 
papers, and it’s hard to dodge the 
magazines. 
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Pyramid to Write 
Large Sized Policies 


ADVICE OF GEORGE M. PARKS 





Providence Man Lifts Small Policy- 
holders Into Big Ones; Most 
Everybody Has Money 





Springfield, Mass., Aug. 19.—‘How to 
Present Propositions to Men of Large 
Affairs” was the attractive title given 
to George M. Parks, of Providence, the 
company’s leading writer, when the 
Massachusetts Mutual Agents’ Conven 
tion was in session this afternoon. 
Three of the country’s most successful 
writers—Harold Peirce, of the New 
York Life; Dr. Albright, of the North- 
western Mutual; and George Parks have 
always ducked this question at conven- 
tions. 

And sure enough Mr. Parks tried to 
do that very thing today, but the con- 
vention would not let him get away with 
it. They shouted to him to tell about the 
most interesting case he had this year 
and he consented to do so. It had to do 
with a corporation policy where there 
was stiff competition on rates, and 
which Mr. Parks landed by citing the 
case of a man in a Rhode Island town 
who has been drawing dividends on a 
Massachusetts Mutual Life policy for 
fifty-two years. 

In telling the story, Mr. Parks was 
carried back to the scene of the cor- 
poration’s office and put enough punch 
and ginger into the narration to show 
that he can really make a talk on big 
business insurance, if he really wants 
to put his mind to the subject and give 
other agents the benefit of his own valu- 
able experience. 

As Men Prosper Their Insurance Needs 
Become More Pronounced 

While discussing the subject Mr. 
Parks declared that the best way to 
write big business was to go after the 
old policyholders and pyramid them. 

“The fellows who formerly carried 
twos and fives and tens are now carry- 
ing fifties, hundreds and even five hun- 
dred thousand dollar policies,” was a 
statement he made. 


He told of one case of a former small 
policyholder of his on whom he has 
written to date $750,000. 

“The country never was so prosperous 
as today,” he said. “People are making 
big money, thinking in enormous figures, 
and you must adjust your estimate of a 
man’s finances every little while. Of 
course, if you are ignorant of the fact 
that he has made a pile of money you 
won't solicit him for the amount he 
should carry.” 

Chicago Agent’s Experience 

I. H. Offner, of Chicago, said his ex- 
perience told him that men of wealth 
want what they want when they want it, 
price being no object. Therefore, he 
never mentions rates or comes equipped 
with figures in talking to men of affairs. 
He finds out what they want, provides 
the reason for insurance, and that’s all 
there is to it. If they ask about rates 
why out comes his pencil and they can 
have all the figures they want, but 
figures distract and he wants all of a 
prospect's attention he can get. 

Mr. Oftner told how he wrote $217,000 
additional insurance on the president of 
a large Chicago business house, a dollar 
a year man, so busy that few people see 
him in business hours unless they are 
in the J. P. Morgan class. Mr. Offner 
reached him by informing him of a new 
increase in interest that had been made 
in a Company bulletin. It didn’t amount 
to much in itself, but it was important 
enough to make this president think of 
his insurance policies, to remember Mr. 
Offner, to take advantage of his offer to 
go over his Massachusetts Mutual pol- 
icies, and to have the agent make 
the suggestion which landed the $517,- 
000 additional insurance. 
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Life Agents Discuss 
Work in Teams 


TWO HEADS BETTER THAN ONE 








Most Massachusetts Men Think So, 
But C. W. Pickell, Veteran, Begs 
to Disagree 


Springfield, Mass., Aug. 19.—Can two 
agents working together make more 
than two working separately? 

That was a pertinent question dis- 
cussed at the convention of the Massa- 
chusetts Mutual agents here this after- 
noon. After hearing all the arguments 
the representative of The Eastern Un- 
derwriter was convinced that team 
work wins. 

L. Brackett Bishop Leads Off 

L. Brackett Bishop, of Chicago, who 

had charge of this feature of the meet- 


ing,-led off by telling how two agents in 
his office who had difficulty in writing 
more than $75,000 apiece got together 
and are now writing between $300,000 
and $400,000. In every agency there 
are men who write small policies, while 
others go after the big fellows. He 
could see no sensible reason why the 
agent who gets on the track of a large 
policy, but hasn’t the ability or confi- 
dence to swing it, shouldn’t call on the 
experienced large policy writer for help. 
“One half the whole is better than the 
whole or nothing,” was Mr. Bishop’s 
comment. 

Agent Bratton, of Mattoon, II1., toid of 
his work in rural towns. He confessed 
that he would rather go around with a 
country banker any day than with him- 
self as his only company. 

The veteran Charles W. Pickell, of 
Detroit and Los Angeles, jumped into 
the discussion in characteristic man- 
ner and came out flatfooted against 
team work. 

“If you are the abler man of the two 
why take the inferior man along?” he 
asked. “It would be all right if he 
would keep still, but always, just at 
the wrong time, he butts in. If I were 
working with a very good man I would 
still be afraid he would say something 
I would rather have left unsaid; some- 
thing that would prevent me from doing 
my best. You take my advice and see 
your man alone; don’t let him even 
have his wife along. If you are skilled 
in the seas of life insurance you know 
the chart, the compass, the course. 
Why take along another skipper who 
may land your ship on the rocks?” 

There was quite a lot of applause 
when he sat down, but a half dozen men 
arose and proved by their own exper- 
ience that they discounted what he said. 
Mr. Snyder, of Cleveland, declared he 
knew of many a man who had been 
saved from failure by team work. 

H. N. Haven, of Boston, said some ag- 
ents had the ability to find prospects; 
others the ability to close cases. Proper- 
ly tied up in a team these two classes 
can do wonders. Of course, there can 
be no hard and fast rule on the subject. 

I. H. Offner, of Chicago, described as 
a& new man with the company, analyzed 
the different types of agents, demon- 
strating that some have the ability to 
dig up cases, but lack the dynamic 
power to bring the pen of the prospect 
to the signature station. Then Mr. Off- 
ner brought out a very important point; 
he clearly showed that the agent who 
can close a case and falls down through 
inability, with the result that the client 
buys no insurance at all, is working to 
the ultimate detriment of the client and 
his family, as well as to the detriment 
of the agent. If the agent isn’t big 
enough to close, why not bring along an 
assistant, a consultant. The prospect 
will understand. It is done in law and 
in medicine. Insurance is just as im- 
portant. 
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LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 
OLDEST-LARGEST-STRONGEST, Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from $1,000.0@ to 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 










—_- CONDITIONS ON DECEMBER 31, 1918 ‘ 
Warns Agents Not to Let Question of IEE, covesenenves AC REACTS RANE: RS RRL NON eieeaee: 
Taxation Become a Mental Capital and Surplu 1,736,037.97 
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(Special to The Eastern Underwriter) JOHN G. WALKER, President. 








Springfield, Mass., August 20.—Most 











of this morning’s session at the Massa- 
chusetts Mutual Life Agents’ Conven- 
tion was devoted to a discussion of the 
inheritance and income tax argument, 
which were outlined by Alexander T. 
Maclean, assistant actuary, who also 
answered questions. 

, One agent bemoaned the fact that 
after he had sold a large corporation 
policy to a South Carolina firm the gov- 
ernment stepped in and took 80 per 
cent of the insurance proceeds after a 
partner died. 


ests of all members. 


A PENN MUTUAL PREMIUM, less a PENN MUTUAL DIVIDEND, 
purchasing a PENN MUTUAL POLICY, containing PENN MUTUAL 
VALUES, make an INSURANCE PROPOSITION which in the sum of 
ALL ITS BENEFITS, is unsurpassed for net low cost and care of inter- 


THE PENN MUTUAL 


Life Insurance Company 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
3% reserve 





Mr. Maclean contended that despite 





that fact the investment in this corpora- 
tion policy was a good one and he de- 
clared that a similar incident cannot 
happen again as the 80 per cent has 
been cut to 40 per cent. “The tax argu- 
ment is a good one in writing corpora- 
tion insurance because in case of a death 
in the early period of the policy the 
proceeds are greatly in excess of the 
premiums, and in the latter period so 
much has been paid in premiums, that 
there is little taxation. In all cases 
possible the beneficiary under a corpora- 
tion policy should be an individual.” 
Mr. Maclean expressed the opinion 
that every agent should understand the 


Security Mutual Life Insurance Company 


Binghamton, N. Y. 


Offers to men able to produce business first class territory, 
with direct contract providing liberal compensation. 


For particulars, address 


C. H. JACKSON, Supt. of Agencies 








inheritance and income tax law, and 





should not be frightened because it is 
complicated. “Don’t let it be a mental 
hazard,” he warned the agents. 

“If you talk to a big business man 
and he brings up the question of taxa- 
tion he will be greatly disappointed if 
you cannot give him information. He 
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PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old well estab- 
lished company with a progressive management and an unequalled dividend record, 
it will be to your interest to investigate our proposition. 


PERMANENT, 
Care of The Eastern Underwriter, 105 William Street, New York City 














looks upon you as an expert in finance. 





Of course, not every man can know as 
much about this question and its ramifi- 
cation as a lawyer, but at least learn 
as much about it as you can.” 


Mr. Maclean expressed the opinion beneficiaries. 


that the high water taxation mark has 
been reached. There will surely be re- 
ductions which will be more liberal for 








Southwestern Life Insurance Co. 
Home Office, DALLAS, TEXAS 














Great Southern Life Insurance Company 


HOUSTON, TEXAS 


For Agency Contracts address 


AUSTING 


0. S. CARLTON 


PRESIDENT 
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WANTS GOOD MEN 
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THE MOST VALUABLE POLICY FOR YOU 


Founded 1865 


The Provident Life and Trust 
Company of Philadelphia 


The Thrift Campaign reinforces the Provi- 
dent agent’s canvass for long endowment. 





Mr. Agent, is to write your prospect in the Company writing 
the most valuable policy for the insured. 
Secure prompt action in the 











WILLIAM N. COMPTON, General Agent 
Metropolitan District — 
St. Paul Bldg., 220 Broadway, New York, N. Y. 








Northwest corner Fourth and Chestnut Streets 























“Well, it’s Mr. Blank, of Muskegon. eral direction of Inspector of Agencies 
Of course, you have heard of him?” George E. Ott, and Supervisor E. P. 
“Who hasn’t?” said Mr. Pickell, doing Langley, and after four weeks of in- 


ng each afternoon for instruction and 
exchange of experiences. The twenty- 


Pickell Story Shows 














Value of Silence 


DON’T BOAST ABOUT CASES 





How Muskegon Capitalist Was Writ- 
ten for $125,000 Instead of 
$50,000 Illustrated 





Charles W. Pickell, who has sold Mas- 
sachusetts Mutual Life policies for 
thirty years, and is the wit and philos- 
opher of the agency organization, told 
members of that Company’s agency con- 
vention this week a little story illus- 
trating the wisdom of keeping one’s 
own counsel and the foolhardiness of 
braggadocio. 

Rather depressed one day, Mr. Pickell 
boarded a Detroit street car where he 
met the agent of another company who 
was all smiles and rather pompous. 

“How is business with you?” asked 
the agent. 

“A little bit slow,” 
Pickell. 

“Well, it’s fine with me. I just closed 
a $50,000 case; have the application in 
my pocket; and what’s more, I am not 
afraid to tell you the name of the in- 
sured either, because I am so solid 
with him that no agent but me could 
get a foot in edgewise in his office.” 

“Congratulations, old man; and I am 
all attention.” 


volunteered Mr. 


some tall thinking. 

The insured was one of the great 
capitalists of Northern Michigan. Next 
day Mr. Pickell went to the town, stud- 
ied the situation, made friends with the 
Muskegon man’s lawyer; wrote him a 
policy; was introduced to his client, and 
in a short time had written him for 
$75,000 insurance. 

A few weeks later he again boarded 
a Detroit street car and met the agent 
who had written the $50,000 case. This 
time Pickell was the cheerful one of 
the two. 

“How’s business?” asked the other 
agent. “Haven’t done anything for a 
few weeks.” 

“It’s fine with me,” volunteered Mr. 
Pickell. “I have just written a $75,000 
case and I don’t mind telling you the 
name of the insured as there is no other 
agent who could get a foot in edgewise 
in his office. It’s Mr. Blank, of Muske- 
gon.” 





TWENTY-FOUR GRADUATES 





Equitable Students Drawn from Phila- 
delphia Agencies; Twenty-Six New 
Agents of Society 





A fifth training class in life insurance 
was opened by the Equitable Society in 
Philadelphia on July 7, under the gen- 


tensive study with Instructor George B. 
Van Arsdall, the entire class of 34 
students received diplomas. The stu- 
dents were drawn from various Phila- 
delphia agencies, twenty-six being 
practically new agents. 

Instead of receiving instruction each 
morning, as in the previous classes, 
the students devoted the fore part of 
each day to writing insurance, conven- 


six new appointees alone wrote $363,- 
500 of insurance during the four weeks, 
covering the largest amount of any of 
the five classes thus far conducted. 





George M. Parks, general agent, Mas- 
sachusetts Mutual Life at Providence, 
R. L., paid for life insurance in the Mas- 
sachusetts Mutual from June 1, 1918, to 
June 1, 1919 amounting to $3,750,000. 

















The Agents of the 
New England Mutual Life Insurance Company 


After another Year of Splendid Success, 








Face the New Responsibilities resulting from the War, 
with the Determination to give that 
Generous Service which is making Life Insurance 


A Universal Necessity 

















The Verdict of the Great Jury. 


Your success as an underwriter depends upon the verdict brought in 


by the greatest jury in the world—the American 


ublic. For sixty- 


eight years the Massachusetts Mutual has been building up a nation- 


wide reputation. 


Its friends are everywhere and are ever ready to 


testify to the faithful and efficient service that it always renders. There 
is no better company to buy from and no better company to sell for. 
Occasionally we have a General Agency opening. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Incorporated 1851 





THE RIGHTS OF 
THE INDIVIDUAL 


AND THE SAFEGUARDS OF INDIVIDUAL RIGHTS 


Rights and duties are personal. Pleasure and pain are personal. 
The combined rights of individuals make up the rights of nations, and 
the “rights” of nations sometimes clash. It was for the protection of 
these individual rights that Americans entered the war; it was to defend 
these rights that we raised vast armies, disciplined and equipped them, 
and sent them overseas to fight. It was for individual rights’ that our 
men fought so heroically. Their victory is a victory for individual rights. 


Laws and courts and treaties and bailiffs and armies are properly 
the safeguards of individual and national rights. The first law of man- 
kind was club-law—the law of the strongest—the law of the jungle, 
The ultimate law—the law toward which Democracies are struggling— 
will be the law which gives every individual his rights, harmonizing 
them with other men’s rights. 


In a Democracy men are assumed to have been born with certain 
inalienable rights which are protected and restrained by laws which men 
themselves more or less directly make and execute. 


Laws are not rights; they should define rights and be their safe- 
guard. 


Apply this reasoning to Life Insurance and see how reasonable and 
how imperative it becomes. 


The wife, who is the home-maker, and who, while making the 
home, loses the opportunity to earn an independent income, has the right 
to some sort of protection against the risk of her husband’s death. 
Children have a right to be well brought up and well educated. These 
rights should be safeguarded as against the death or total disability of 
the husband and father. In most cases there is no safeguard except 
Life Insurance. 


The rights of the individuals—husband, wife and children—are 
written in the policy, and are further safeguarded by the accumulations 
of the insuring company and by the laws under which it operates. You 
can’t live real democracy without insuring your life. 


The New York Life Insurance Company issues a Policy insuring 
against the risk of death or total disability. Behind each Policy is 
seventy-four years of experience, abundant resources, and the super- 
vision of laws that define and maintain the rights of individuals. 


New York Life Insurance Company 
DARWIN P. KINGSLEY, President 
346 BROADWAY, NEW YORK, N. Y. 
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WAR RISK BUREAU 


SSivseusesanangaeesgcaanesannynt TU SUL ee 


Cholmeley-Jones of the Bu- 
made the 


Director R. G. 
reau of War ‘Risk Insurance has 
following recommendations to the Interstate 
and Foreign Commerce Committee of the 
House of Representatives: 

That the beneficiaries of insurance should in- 
cludes uncles, aunts, nephews, nieces, and per 
sons who have stood in loco parentis to a 
member of the military forces. This would al- 
low the Bureau to pay the claims of those men 
who died in service and who had named as 
heneficiaries aunts and uncles who had brought 
them up since childhood. 

The Bureau has also recommended that per- 
sons who were drafted @#nd who died or became 
disabled in the line of duty before having been 
accepted into active military service at the 
camps shall be entitled to compensation under 
the War Risk Insurance Act. 

The recommendation also provided that should 
a draftee die or become disabled before ac- 
ceptance by the camp officer he shall be deemed 
to have been granted insurance paying $25 per 
month, payable, however, only to his widow, 
children, mother, or father. The Bureau has 
also recommended that any person who has 
been accepted by the medical officer at the 
camp, provided he has not refused to take in- 
surance, shall be covered for insurance paying 
$25 per month without charge should he die 
within one hundred and twenty days after such 
acceptance. This provision is suggested in order 
to cover the men who were stricken down by 
influenza in the fall of 1918 and who had not 
had any opportunity to apply for insurance 

In order that the insurance to be issued after 
the war may be properly administered, the Bu 
reau has asked authority to invest the premiums 
and set up reserve funds, investment to be 
made in interest-bearing obligations of the 
United States. 

In connection with this converted insurance 
the Bureau asks the right so to frame the 
policy forms that if the insured desires to have 
his converted insurance paid in one sum, he 
may so elect; and if he wishes his beneficiaries 
to receive the installments within, say, three 
years rather than over a period of twenty, he 
may also so elect. 

It also asks the privilege so to draft the con- 
verted policies that a man may designate his 
beneficiary who will receive all the payments. 
Thus, if a man wants his wife as a beneficiary 
and does not want the installment payments 
after her death to go to a sister or brother, the 
policy will provide that instaliments will be 
paid to the wife and on her death the remaining 
During the war, if a soldier took out an in- 
installments to her estate. 
surance policy and was killed and did not leave 
any beneficiary who could take the insurance 


TOUIULT UMMA OUTSIDE AUUt HUNAN LUCHA EU SODA 


HEAD’S RECOMMENDATIONS 


WNL HUUUMENAAS AAD DUA ELSA EEA ASUMUUUAU AULA ANANAUH EEL" 


TE 


WOUUANUUNMENIONY 

policy reverted to the Government. 
entirely changed, due to the 
warfare, the bureau asks 
eliminated from the act 
Government forfeit 


money, the 
As conditions have 
cessation of active 
that this forfeiture be 
so that im no case will the 
an insurance claim. 

The bill introduced by Mr. Rayburn, of 
Texas, and those of other members widening the 
provisions for payment to disabled soldiers, 
have the indorsement of the Bureau. By these 
bills permanently disabled will 


a man totally 
at present ($100 


$100 instead of $30, as 


receive 
being paid now only in specified cases), and 


a man with one leg off will receive a percentage 
of $100 rather than a percentage of $30, as at 
present. The amounts payable if he is tempo- 
rarily disabled are considerably increased by 
these bills and are deemed more nearly to fit 
present-day conditions, taking into account the 
present high cost of living. 

Provision is made in a hill introduced by 
Mr, Sweet to pay $200 in case of double total 
permanent disability. There is only one known 
case of this kind in the country, the man hav- 
ing lost both eyes and both arms, If this be- 
comes an act he would therefore receive $200 
from the compensation feature of the act and 
$57.50 from the insurance feature. 


FILING LIEN NOT NECESSARY 


The California Supreme Court has de- 
cided that the filing of a lien as pre- 
scribed in Section 1187, Code of Civil 
Procedure, is not a condition precedent 
to suit on the bond. The decision was 
rendered in the case of General Electric 
Company vs. American Bonding. It has 
always been the contention of the surety 
companies that although a bond given 
under the statutory form for private 
contracts, in accordance with Section 
1183 of the Civil Code, the filing of the 
lien as prescribed in Section 1187 was 
prerequisite to suit on the bond. This 
contention has been sustained in three 
cases by the Appellate Court whose 
findings are now, reversed. 

The month of September has been 
designated as Hamilton month by the 
field men of the Federal Life, in honor 
of President Hamilton. 





PURELY MUTUAL THE CHARTERED 1857 


Northwestern Mutual Life Insurance Co. 


MILWAUKEE, WISCONSIN 
WM. D. VAN DYKE, President 


INSURANCE IN FORCE, $1,680,936,546 


SATISFIED POLICYHOLDERS each year apply for over 35% of the 
new insurance issued 


POLICIES MOST FLEXIBLE AND EASY TO SELL 
Complete Agency Protection: 
Enforced Anti-Rebate and No-Brokerage Rules 


Investigate GEO. E. COPELAND, 
before selecting your Supt. of Agencies, 
Company Milwaukee, Wis. 














Mr. Successful Life Insurance Agent: 
Do you want to secure a General Agency 
for yourself? If so, read this, it is 


WORTH KNOWING 


A $5,000 policy in the United Life and Accident Insurance Company guarantees: 
FIRST, that in case of death from any cause, $5,000, the face of the Policy will 


be paid. 
ECOND, that in case of death from any ACCIDENT, $10,000, or DOUBLE the 

face of the “~~ will be paid. 

$15,000, 


THIRD, that in case of death from certain SPECIFIED 
or THREE TIMES the face of the “7 will be paid. 

FOURTH, that in the case of total disability as a result of soeteeneet injury, the 
Company will pay direct to the insured at the rate of $50 PER WEEK during such 
disability, but not to exceed 52 weeks, after which the weekly indemnity will be at 
the rate of $25 PER WEEK throughout the period of disability. Can insurance do 


accident, 





MORE? And WHY should any man be satisfied with a policy that would do less? 
Annual Premium, Ordinary Life, at Age 35 128.05 
Twenty Payment Life, at Age Rs 167.10 
Teente Year Batoweeet, BE DOS. Biciciscecsccvccsccccscvvecosscces 235.10 


General Agents wanted in the following States: 
sas, Michigan, Ohio and the District of Columbia. 


UNITED LIFE AND ACCIDENT INSURANCE CO. 


ao. Delaware, Kan- 


Home Office, United Life Bldg., Concord, New Hampshire 









































Some of the Innovations Introduced by the EQUITABLE 
Daring Its 


Sixty Years of Public Service 


Shortening, Simplifying and Liberalizing the Policy 
Contract 


Immediate Payment of Death Claims 


Incontestability after first policy year 


Group Insurance for Employees 


A Corporate Policy to 


Protect Business Interests 


A Convertible Policy Adaptable to Altered 
Circumstances 


THE EQUITABLE LIFE ASSURANCE SOCIETY of the UNITED STATES 


W. A. DAY, President 
120 BROADWAY - 








Policies, 


Free Health Examinations for Policyholders 


A Home Purchase Policy 


A Refund Annuity guaranteeing return of Entire 


Principal 


An Income Bond to Provide for old age 


New and Improved forms of Accident and Health 


thus completing the circle of protection 
against the hazards of Life, Accident, and Disease 


NEW YORK 
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Free Insurance For 
Next Two Years 





WAR RISK CONVERSION PLAN 





Section in Representative Sweet’s Bill, 
But Not Originating With War 
Risk Bureau 





Washington, D. C., Aug. 18.—Repre- 
sentative Sweet has introduced in the 
House of Representatives a bill amend- 
ing and modifying the war risk insur- 
ance act. The bill, for the most part, 
provides for legislation wanted by the 
Bureau officials. Section 20, however, 
providing for free insurance for the 
next two years, originated with Mr. 
Sweet and not with the Bureau. This 
section follows: 

“Sec. 20. That section 404 of the 
War Risk Insurance Act is hereby 
amended to read as follows: 


“Sec. 404. That during the period of 
wur and thereafter until converted the 
insurance shall be term insurance for 
successive terms of one year each. Upon 
application by the insured and without 
medical examination, the term insur- 
ance may be converted into such form 
or forias of insurance as may be pre- 
scribed by regulations and as the in- 
sured may request. Regulations shall 
provide for the right to convert into 
ordinary life, twenty payment life, en- 
dowment maturing at age of sixty-two, 
and into other usual forms of insurance, 
and shall prescribe the time and method 
of payment of the premium thereon, but 
payments of premiums in advance shall 
not be required for periods of more than 
one month each and may be deducted 
froin the pay or deposit of the insured 
or be otherwise made at his election. 

“The term insurance in force on the 
life of every commissioned officer, en- 
listed man, and member of the Army or 
Navy Nurse Corps (female) on the date 
he leaves the active military or naval 
service, for reasons not precluding the 
continuation of insurance after October 
6, 1917, and on or before September 30, 
1919, shall be continued in force for two 
years after the end of the calendar 
month in which he is separated from 
the active service without the payment 
of premiums by the insured: provided, 
however, that in the case of persons 
who are or have been so separated from 
the service and who have paid their 
premiums after being so separated the 
period of two years herein provided 
shall begin to run on the first day of 
the calendar month succeeding the pas- 
sage of this Act, or on the first day of 
the calendar month succeeding the 
month for which the premium was last 
paid, whichever date is the earlier: pro- 
vided, further, that every person who 
converts or has converted his term in- 
surance before the expiration of the 
two-year period herein provided shall 
during such period or remainder thereof 
be entitled to a monthly credit on his 
premium for converted insurance equiv- 
alent to what the monthly premium on 
his term insurance would have been 
during the said two-year period if he 
had not converted it and if this amend- 
atory act had not been passed.” 


New Federal Rule 
Reduces Estate Taxes 





COVERS ESTATES UP TO $450,000 
Government Makes Provision to Ex- 
tend Term of Payment Up to 
Three Years 





New regulations governing the collec- 
tion of the estate tax have been issued 
by the Bureau of Internal Revenue. 

The revenue act of 1918, effective 
February 25, 1919, retained the tax on 
estates, but made several important 
changes in the body of the law. 

The rates of tax have been reduced 
50 per cent on estates up to $450,000; 
40 per cent from $450,000 to $750,000; 
20 per cent from $750,000 to $1,000,000, 
and 10 per cent from $1,000,000 to $1,- 
500,000, where the decedent died on or 
after February 25, 1919. Time for 
filing notice has been extended from 
thirty to sixty days and payment, while 
due one year from date of decedent’s 
death, does not bear interest if paid 
within one year and one hundred and 
eighty days from date of death. 

The act provides, however, that in 
any case wiiere the commissioner finds 
that payment of the tax one year after 
the decedent’s death would impose un- 
due hardships upon the estate he may 
grant an extension of time for paymept 
tor a period not to exceed three years. 
This provision, however, does not affect 
the accrual of interest, even in those 
cases where the commissioner grants 
an extension, for the act provides that 
unless the tax is paid within one year 
and one hundred and eighty days trom 
date of decedent’s death interest at- 
taches at the rate of six percentum per 
annum from the expiration of one year 
from the date of decedent’s death. 

The provision in the original act al- 
lowing a discount of five per centum for 
advance payment has been stricken 
from the act and no discount has been 
allowed since February 25, 1919, the 
efiective date of the act. 


MANAGERS IN NEW HAVEN 
C. Gilbert Shepard & Co. Appointed by 
Aetna Life; Take Over 
Hallock Business 





C. Gilbert Shepard & Co. have been 
appointed general agents for accident, 
health and life certificate business of 
the Aetna Life in New Haven, and man- 
agers for the life department. This 
agency has taken over the business for- 
merly controlled by the late E. E. Hal- 
lock. C. Gilbert Shepard and Charles 
EK. Shepard are associated in the new 
agency. Charles E. Shepard has been 
the Aetna’s general agent for life insur- 
ance in Hartford for many years and C. 
Gilbert Shepard is his son. The latter 
has recently received his discharge from 
the army after having seen active serv- 
ice in France as a lieutenant. C. Gil- 
bert Shepard is to have active charge 
of the New Haven agency. 





19,712 


at any time in our history. 


in force over $150,000,000. 


THE FIDELITY 





were distributed among Fidelity field men in 1918—the result of 
our direct mail advertising. This is agency co-operation on a 
vast scale and explains why we are writing more business than 


The Fidelity operates in 40 states. 
reserve basis. Faithfully serving insurers since 1878. Insurance 


A Few Agency Openings for the Right Men 


INSURANCE COMPANY, PHILADELPHIA 
WALTER LE MAR TALBOT, President 


LEADS 


Full level net premium 


MUTUAL LIFE. 





The new act exempts estates of all 
members of the military or naval forces 
of the United States in the present war 
who have died or may die as the result 
of wounds or disease contracted in the 
service. 


Provision is made for the allowance 
as a deduction an amount equal to the 
value at the time of decedent's death of 
any property which can be identified as 
having been received by the decedent 
as a share in the estate of a person 
who died within five years prior to the 
death of decedent, or which can be 
identified as having been acquired by 
the decedent in exchange for property 
so received, if an estate tax under the 
revenue act of 1917 or under this act 
was collected from such estate, and 
provided that such property is included 
in the decedent’s gross estate. 





More 
Power 
To You 


The more push there 
is behind you the more 
power you have. We 
furnish the push. This 
push is the help we 
give our men. No 
other life insurance 
company does as much 
to insure the success 
of its Field Force. Ask 
any Bankers Life man 
or write 


Bankers Life 


Company 
DES MOINES 











HOME LIFE 


INSURANCE CO. 
(Purely Mutual) 

256 BROADWAY, NEW YORK 

GEORGE E. IDE, President 





The 539 Annual Report of the 
Home Life Insurance Company 
shows over Four Million Dollars 
paid to policyholders in 1918, of 
which over Seven Hundred ou- 
sand was in dividends. e in- 
fluenza pneumonia epidemic caused 
an abnormal mortality greater than 
any experienced in the Company's 
history, but notwithstanding this 
the assets show an increase of 
more than 4% and are now over 
Thirty-Six Million Dollars. 


_ The total insurance in force was 
increased during the year 8.6% and 
is now nearly One Hundred and 
Fifty-Nine Million Dollars, 





For Agency apply to 


GEORGE W. MURRAY, 
Supt. of Agents. 


256 Broadway, New York, N. Y. 


























Build Your Own Business 
under our direct general agency contract 
Our Policies provide for: 

Double Indemnity, 
Disability Benefits, 
Reducing Premiums 
See the new low Rates 
JOHN F. ROCHE, Vice-Pres't 


THE MANHATTAN LIFE 


INSURANCE COMPANY 
66 BROADWAY NEW YORK 
Organized 1850 








THE BERKSHIRE LIFE INSURANCE CO. 


OF PITTSFIELD, MASS. 


Incorporated 1851 
W. D. WYMAN, President 
A purely mutual Company, issuing all desirable forms of life insurance. 
ATTRACTIVE LITERATURE 
Ambitious, Productive and Trustworthy Life Agents may be benefitted 
by corresponding with 
W. S. WELD, Superintendent of Agencies 











IN THE CENTER OF THE U. S. A. 

















is located a big, vigorous, and growing in- 
stitution of Life Insurance. 


Our geographical location enables us to 
render exceptional service to our policy- 
holders and field force. 


Over $180,000,000 of insurance in force. 


Investigate for yourself. 


Missouri State Life Insurance Company 


M. E. SINGLETON, President 
St. Louis, Missouri 
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QUOTING GERMANS AGAINST 
STATE INSURANCE 


Most of the quotations about social 
or state insurance in Europe which have 
found their way into American news- 
papers are circulated by organizations 
which favor social or state insurance, 
and have largely been based on in- 
formation or interviews coming by way 
of Germany. Dr. Frederick L. Hoffman, 
of The Prudential, and some other 
American authorities, have punctured 
the German social insurance argument 
fairly well, but a booklet which has 
reached this office from Amsterdam, 
which is entitled “Fire Insurance: A 
State Monopoly in Netherlands,” which 
is an argument against state insurance, 
and which was written by A. F. Breed- 
enbeek, of Amsterdam, cites the opinion 
of many Germans in opposition to state 
insurance. 

Two of the most interesting of the 
quotations given by Mr. Breedenbeek 
are those of Representative Frickinger, 
of the Bavarian Chamber, and Repre- 
sentative Altinger, of the same assem- 
bly. They were speaking against a 
preposition to turn the fire insurance 
business over to the state. Let them 
speak for themselves. -Representative 
Altinger: 


Nothing could be more undesirable 
than state fire insurance. The agents 
are officials; the applicants for insur- 
ance become petitioners, while in pri- 
vate companies and free competition 
the agent is a man of business and the 
applicant a client who is treated as 
such. In state insurance all those un- 
pleasant things occur which are at- 
tached to all other state-run business 
——— with affairs of this descrip- 
tion. 


With regard to the figures adduced 


to prove the great profits I'll only say 
that figures can be made to prove any- 
thing. If a company makes great 
profits, when subject to free competi- 
tion, it only means that it incurs great 
risks. Great profits mean great risks, 
but great risks often mean great losses. 


Some points made by Representative 
Baumann were these: 


The tree of insurance has grown by 
its own development. It has grown 
strong by its own energy. State so- 
cialism would uproot it violently. It 
would kill private initiative. Under 
state socialism people become inactive 
and unproductive; they surrender them- 
selves weakly to the flow of the tide: 


but, when one is a producer, one re- 
joices in his own handiwork and enjoys 
the gratifying sensation of contributing 
to the welfare of his fellow citizens. 

There is no reason whatever to look 
with covetous eyes on the large reserve 
capitals of private insurance companies 
because they proceed from former years 
and safeguard them against the inabil- 
ity of meeting their obligations in case 
of great damage by fire. 

Mr. Breedenbeek himself contributes 
this novel argument: 

When the state comes forward as the 
only fire insurance agency it must nec- 
essarily apply the system of mutual 
insurance. From this would follow as 
a natural consequence that it would be 
obliged to deviate from its obligations 
with regard to a certein part of ita 
citizens. It would have to support the 
strong ones and against its own will to 
oppress the weak ones of the com- 
munity. 

If the state wishes to act correctly 
with regard to the economically strong 
it will be obliged like any other body 
to apply the principle of might is right. 
This will show itself especially in the 
policy conditions. The state will. of 
course, be bound to revise and restrict 
the liberal policv conditions of the in- 
surance comnanies, which will be to the 
advantage of the strong and to the dis- 
advantage of the weak. We have only 
to think of the objectively and sub- 
jectively bad risks, which at present 
can be covered, for small amounts each. 
by a large number of home and foreign 
companies. The state must needs re- 
fuse such cases to avoid prejudicing 
the owners of better risks already ac- 
cepted. The institution of a special di- 
vision, where such risks might be taken 
at higher premiums will not be possible. 
because subjectively bad risks cannot 
be taken up, while moreover, under ap- 
plication of the mutual system, the 
owners of objectively bad risks would 
refuse the rather high danger of sub- 
jectively bad ones. 

In Bavaria, where the business free- 
dom of insurance companies is not en- 
tirely cut off and where the state en- 
gages only in building insurance, partly 
compulsory, partly free, the latter de- 
clines all unfavorable buildings which 
are left to the insurance companies 
whose acceptance of those rejected 
risks is the condition of their freedom, 
from which the state, municipal, church, 
school buildings and such like are ex- 
cluded. The dangerous risks are taken 
by all the insurance companies -in 
shares, in proportion to the extent of 
the business done by each of them in 
Bavaria. 


THE LATE BERNARD GANZ 








Tribute Paid to His Memory by Charles 
Jerome Edwards; 20 Years 
With Equitable 





The death of Bernard Ganz, who was 
associated with the Charles Jerome Ed- 
wards Agency of the Equitable Life As- 
surance Society caused widespread re- 
gret among insurance men who knew 
Lim. 

“There was no finer man or firmer 
friend or better citizen than Bernard 
Ganz,” said Mr. Edwards in a state- 
ment. “His death came as a distinct 
shock to me and I know was felt as a 
keen sorrow by every one who knew 
him. It is twenty years since he con- 
nected himself with the Equitable and 
myself. We went through some stren- 
uous years together. We took some 
losses and we made some gains, but 
we never lost our respect and regard 
for each other, and I gained a true 
friend and loyal associate whose mem- 
ory will ever linger with me and for 
whom I shall feel a poignant sorrow 
each recurring day of the year and into 
the years that follow.” 





Resigns Central National 
The Central Fire Office has resigned 
the agency of the Central National 
Fire, Des Moines, in the Metropolitan 
District and New Jersey. 








WILLIAM W. McCLENCH 





William W. McClench, president of 
the Massachusetts Mutual Life, who in 
an address to the general agents of 
that company gathered in Springfield for 
their annual convention, urged the field 
men to use all influence possible to 
have legislation enacted at Washington, 
which will speedily restore the railroads 
to private ownership. Mr. McOlench 
said that while it was disconcerting to 
pick up a daily paper nowadays, that 
there are many constructive forces at 
work. Men and women are giving them- 
selves with self-sacrificing devotion to 
righting the wrongs, and remedying the 
evils which we all realize exist. 

+* + OK 


Young E. Ailison, the Louisville in- 
surance editor, has a long letter in the 
current week’s issue of “The Saturday 
Evening Post,” in which he defends the 
memory of Stephen Foster, America’s 
most famous song writer, and author of 
“Old Kentucky Home” and many heart- 
touching ballads. Mr. Allison’s letter 
was written to “Marse Henry” Watter- 
son, for half a century a star in journal- 
ism during most of which time he has 
been editor of the Louisville ‘“Courier- 
Journal.” Colonel Watterson is now 
writing his memoirs in the S.E.P., and 
everybody is reading them because they 
are not only of the widest possible in- 
terest, narrating stories about the 
world’s great, more of wham “Marse 
Henry” has known than most Ameri- 
cans, but his literary style is fascinat- 
ing. However, he seems to have made 
a fanx pas in perpetuating the Foster 
tradition that the song writer was a 
barroom habitue, and Mr. Allison set 
him right, Colonel Watterson magnifi- 
cently giving up one issue of the maga- 
zine to the Allison letter, thus clearing 
the song writer’s memory. 

*s *¢ € 


William H. Hecox, local agent in 
Binghamton, N. Y., former special agent 
and at one time president of the New 
York State Association of Insurance 
Agents, can hold his own with any- 
body in a match of wits, and that in- 
cludes .young women reporters of daily 
papers. As all New York specials and 
locals know “Billy” Hecox has never 
crossed the matrimonial line: so the 
Binghamton “Republican Herald,” 
which is running a series of interviews 
wnder the elnsive title, “What Do Men 
Like Best in Women?” sent Jane Jones, 
of its staff, to get the views of Mr. 
Hecox. He answered all her questions, 
didn’t fall into any trans, said that the 
woman who appeals to him is one 
who is companionable and doesn’t nag, 
and wound up by declaring he doesn't 
care whether she can cook or not, as 
he knows how to cook himself. 


THE HUMAN SIDE OF INSURANCE 












T. E. Mitchell, manager of the Shang- 
hai, China, branch of the General Acci- 
dent, Fire & Life, has been visiting the 
company’s branch in New York and is 
now on his way west, stopping at places 
of interest en route. Mr. Mitchell has 
been in the army for several years. The 
General does considerable life business 
in China, also a fair amount of health 
and accident among whites. It is 
thought that this accident and health 
field may with safety be extended to 
the natives, who are receptive of the 
principle of insurance, particularly life. 
This latter condition is traceable to 
their religion and reverence for the dead 
and care of their bodies. Some burglary 
insurance is written in China by the 
General. It covers house breaking 
rather than larceny. In China the head 
house servant acts as buyer of all sup- 
plies and is paid for his services on a 
commission basis. 

* -” ~ 

William E. Bilheimer, of St. Louis, 
is the life insurance man picked out 
by the “American Magazine” for a 
“write up” in its September issue. Mr. 
Bilheimer was born in Arkansas, be- 
came general agent of the Equitable 
in Little Rock and his agency was later 
moved to St. Louis where under his 
direction about $12,000,000 was done. 
He and the Equitable parted company 
and he went with the Franklin Life. 
Mr. Bilheimer is described by “The 
American Magazine” as a born booster. 
His work in building up the Mercantile 
Club of St. Louis is discussed and there 
is a reference to the World’s Sales- 
manship Congress at Detroit to attend 
which Mr. Bilheimer brought nineteen 
car loads of St. Louis business people. 
It is also stated that he helped stage 
the buying of the St. Louis baseball 
club from Mrs. Britton, former owner. 

- * - 

Ethan W. Judd, a well known lawver 
in Olean, N. Y.,, has gone with the 
Phoenix Mutual in Buffalo. For three 
and a half years Mr. Judd practiced in 
Porto Rico. 





ENTERING PENNSYLVANIA 





Washington Marine to Write Auto 
Direct; New York and Philadel- 
phia Agents Chosen 





The Washington Marine is entering 
Pennsylvania for automobile, which it 
will write direct. It now does fire re- 
insurance business there. The com- 
pany has made several appointments 
in its automobile department. 

Higgins & Scanlon, New York, has 
been chosen local New York agent, ef- 
fective September 1. Charles R. Col- 
ver & Co. will be Philadelphia local ag- 
ents. Fred V. Bruns is local agent in 
Syracuse and Johnston & Collins will 
act in New York metropolitan territory. 
The Washington Marine is now entered 
in New York, New Jersey, Maine, New 
Hampshire, Vermont, District of Colum- 
bia, Delaware, Maryland and Connecti- 
cut. Other states are being added al- 
most daily. 





NEW SPECIAL RISK MANAGER 

The National Union has appointed 
Roland S. Davison manager of its 
special risk department, commencing 
September 1. Mr. Davidson is at pres- 
ent special inspector and engineer of 
the improved risk department of the 
New England Insurance Exchange. 





SPECIAL IN WEST VIRGINIA 

E. P. Douglass has been appointed 
special agenit for the Henry Evans’ 
companies in West Virginia. Mr. Doug- 
lass has just returned from service in 
Italy. He was formerly a special agent 
in the A. G. Hancock general agency of 
Baltimore and covered West Virginia, 
Maryland and the District of Columbia. 
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Horatio N. Kelsey 
London & Scottish 
United States Head 


—_———__ 


SUCCEEDS E. E. HALL. & CO. 





Appointment Made By Directors 
Through General Manager William 
Aeneas Mackay 





Horatio Nelson Kelsey has been ap- 
pointed United States manager of the 
London & Scottish Assurance Corpora- 
tion, Ltd., formerly the London & Lan- 
eashire Life & General Assurance Asso- 
ciation, Ltd. of London. With a desire 
to enlarge the operations of the London 
& Scottish Assurance Corporation, Ltd., 
in the United States, General Manager 
William Aeneas Mackay has been in 
this country some time looking over 
the field and considering plans to ac- 
complish this purpose, and arrived at 
the decision that it would be necessary 
to have the affairs of his company in 
ihe hands of a man giving his entire 
time to its interests, and selected Mr. 
Kelsey for the position. 

Changes Name of Company 


In announcing Mr. Kelsey’s appoint- 

nt, General Manager Mackay sent the 
following letter to representatives of 
the company in this country: 


My directors having decided to enlarge the 
operations of our company in America, we have 
resolved to establish a head office for the 
United States. 

This decision will involve a change of man- 
agement, and I have therefore to inform you 
that on and after September Ist, 1919, in com- 
plete agreement with Messrs. Edward E. Hall 
and Company, who have for the past five years 
acted as our United States Managers, I have, 
with the consent of my ‘Directors, appointed 
Mr. Horatio N. Kelsey to succeed them in that 
capacity. 

I have also to inform you that in order to 
avoid confusion with another company of a 
similar title to our own, the name of our 
Company has been changed to “London and 
Scottish Assurance Corporation, Ltd.” by which 
name it will hereafter be known. 


The London & Lancashire Life & Gen- 
eral Assurance Association, Ltd., has 
been represented in this country for 
a number of years by EB. E. Hall & Com- 
pany. In a letter to the company’s rep- 
resentatives in connection with the 
change in management they say: 


We have successfully represented the \Lon- 
don and Lancashire Life an xeneral Assur- 
ance Association, Ltd., for the past five years 
as its United States Managers for fire under- 
writing. During that time the company has 
operated on a very restricted basis, confining 
its business principally to sprinklered risks, 
and while naturally its premium income has 
been moderate in volume, its loss and expense 
tatios have been very low. 

William Aeneas Mackay, the General Man- 
ager of the Company, is now on a visit to the 
United States and has informed us that the 
company has decided to extend its operations 
in this country along more general lines. F 

As we feel that we could not undertake this 
extension, we have with regret resigned as 





United States Managers to take effect as of 
September 1st, 1919. 

Horatio IN. Kelsey has been appointed United 
States Marager to succeed us and we bespeak 
for Mr. Kelsey and the company your con- 
tinued hearty co-operation. 


Horatio Nelson Kelsey, the newly- 
appointed United States manager, was 
formerly manager of the western depart- 
ment of the Sun Insurance Office of 
London. He was born at St. Mary’s, 
Ohio, in 1865. Following a common 
school education and a special course in 
Butler University he began his insur- 
ance career as a clerk in a local agency. 
In 1888 he was appointed special agent 
of the London Assurance Corporation 
for Iowa, Nebraska, Missouri and Kan- 
sas, and from 1890 to 1901 was state ag- 
ent of the Norwich Union Fire Insur- 
ance Society for Indiana and Illinois. 
In 1901 he was appointed assistant man- 
ager of the western department of the 
Sun Insurance Office and made man- 
ager in 1904. In 1913 he accepted the 
managership of the Hamburg-Bremen 
Fire Insurance Company and continued 
in that position until that company’s op- 
eration ceased in the United States due 
to the late war. 

Mr. Kelsey comes from a prominent 
fire insurance family. His brother, 
Joseph A. Kelsey, is general agent of 
the United States fire branch of the 
Tokio Marine & Fire Insurance Com- 
pany of Tokio, while another brother, 
Preston T. Kelsey, is United States 
manager of the Sun Insurance Office of 
London. The Kelsey brothers are all 
held in high esteem in fire underwriting 
circles in the United States, and the 
announcement of H. N.’s appointment 
as United States manager of the Lon- 
don & Scottish Assurance Corporation, 
Ltd., will be warmly received by his 
many friends in the business. 





OLD COLONY CAPITAL INCREASE 





Action of Stockholders Puts Company 
in Millionaire Class; Surplus 
Funds are $1,151,000 





At a meeting of the stockholders of 
the Old Colony Insurance Company of 
Boston, of which William R. Hedge is 
president, and Edmund Winchester, 
manager of the fire department, held on 
Tuesday of this week, action was taken 
increasing the capital stock of the com- 
pany from $600,000 to $1,000,000 by the 
issue of 4,000 new shares at $200 per 
share. The increase to take effect No- 
vember 1, 1919. 

The Old Colony was organized June 
2, 1906, with capital of $400,000, and sur- 
plus of $200,000. The figures of the 
company on July 1, 1919, were reserves 
$1,412,000, capital $600,000, surplus 
$751,000. With the addition of $400,000 
capital and $400,000 surplus, the figures 
will read, reserves $1,412,000, capital 
eee surplus $1,151,000, assets $3,- 





INSURANCE COMPANY 
OF HARTFORD, CONN. 


CASH CAPITAL 


$2,000,000.00 
$9,2 16,200.73 


LIABILITIES, EXCEPT CAPITAL 


$5,38 2,334.00 


SURPLUS TO POLIC YHOLDERS 


$3,833,866.73 


LINES WRITTEN 


FIRE MARINE WAR RISK 

TORNADO WIND STORM MAIL PACKAGE 

RENTS LIGHTNING TOURIST BAGGAGE 
PROFITS EXPLOSION SPRINKLER LEAKAGE 
HULLS COMMISSIONS USE AND OCCUPANCY 
CARGOES AUTOMOBILES INLAND MARINE 
FLOATERS LEASEHOLD INLAND TRANSPORTATION 


REGISTERED MAIL 


Affiliated with 
AETNA LIFE INSURANCE CO. 


AETNA CASUALTY & SURETY CO. 











Phone John 4613 


BERNHARD JNSURANCE AGENCY 
1 Montgomery St., 
Jersey City, N. J. 


Fireman’s Fund 
Home Fire & Marine 


43 Cedar St., 
New York City 


Scottish Union & National 
Atlas Assurance Co. 


Rhode Island Insurance Co. 
Nationale of Paris 








Caledonian lasurance Co. of Scotland 


FOUNDED 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 


UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 
CHAS. H. POST, U.S. Mgr. R. C. CHRISTOPHER, Asst. U. S. Mgr. 


NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 











NIAGARA 


Fire Insurance Company 


123 William Street, NEW YORK 











LEWIS & GENDAR, INC. 


NEW YORK CITY AGENTS 


Commonwealth Insurance Co. of New York 
New Jersey Insurance Co. of Newark 


ONE LIBERTY STREET, NEW YORK CITY 
Telephones: John 63-64-65 


BROOKLYN AND SUBURBAN AGENCY 


Northern Assce. Co., Ltd., of Eng. Firemen’s Ins. Co. of New Jersey 
Commonwealth Ins. Co. of N. Y. Globe & Rutgers Insurance Co. 
United British Ins. Co., L*d. of London 
New Jersey Ins. Co. of New Jersey 


Detroit F. & M. Ins. Co. of Mich. 
Employers’ Lia, Assce. Corp. of London 


Special Facilities for Handling Out of Town Business 


145 Montague Street, Brooklyn—New York 
Telephones: Main 6370-6371-6372 
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BROKERS ACTIVITIES 














Companies Full on Elevator 

The placing of lines on the Erie 
Grain Elevator in Jersey City has 
brought to light a peculiar condition. 
The grain in this elevator is valued in 
the neighborhood of $2.20 per bushel, 
the elevator having a capacity of about 
1,500,000 bushels. This would make the 
values, exclusive of the building itself, 
more than $3,000,000. It seems that 
the stock companies have nearly all 
they wamt to carry on the risk, and 
that the agents are having trouble in 
placing the entire lines. 

The elevator is a large frame affair, 
covering an area of 37,500 square feet. 
Elevators as a class are becoming in- 
creasingly undesirable. 

* € - 


New Brokerage Names 
The following names have been 
added to the list of brokers. who have 
received their certificates: Alexander 
Blau, Theobold J. Dengler, Arthur A. 
Goebblemann, and Walter G. Webster. 
es *¢ * 


Cuthbert Heath’s Latest 

Cuthbert Heath is regarded generally 
as being the leader among the Lloyds 
underwriters and to have his hand ac- 
curately on the hand of the insurance 
public. His prophecies are always read 
with the keenest interest. His latest, 
contained in a letter to a London paper, 
reads: “I believe the insurance market 
is prepared tc insure bodies of workmen 
against this want of employment pro- 
vided piece work is resumed. It is a 
fact, at all events, that in one large in- 
dustry proposals have aiready been 
made, and have been accepted, to pro- 
vide such insurance.” 

” * * 


Big Passaic Line 
The Botany Worsted Mills, Passaic, 
N. J., line, said to be $12,000,000, is 
going through. It is placed by Benedict 
& Benedict. 
* * * 


More Grain Inquiries 
New York brokers continue to report 
heavy inquiry for grain insurance from 
up state points. 





KENTUCKY HOSPITALITY 





Delegates to National Association of 
Insurance Agents Need Not Suffer, 
Committee Says 





That many of the most pleasant 
memories of the Louisville the world 
knew before July 1, 1919, will not be 
entirely effaced when delegates to the 
National Association of Insurance 
Agents’ convention arrive in that city 
on October 15 is the significant news 
given in a letter sent to insurance men 
by John J. McHenry, chairman of the 
convention’s publicity committee. 

After explaining all the delightful ad- 
vantages, sightseeing and otherwise, 
which Louisville and _ surrounding 
country offers, Mr. McHenry says: 

“In addition to the above there are 

many ex-homes of John Barleycorn, 
who departed this life July Iist, but 
there are many thousands of barrels 
of his handiwork stored in huge bonded 
warehouses here, and also a great num- 
ber of ‘cases’ stored in private homes; 
‘the contents of which will drive away 
the worst case of blues ever. 
. “The reputation of Louisville and 
Kentucky for hospitality will be fully 
maintained during the convention and 
not only the members of the Louisville 
Board of Fire Underwriters, but also all 
agents in the city will endeavor to 
see that each visiting member has an 
‘enjoyable time.” 





The Excelsior Insurance Company, of 
New York, and the Guardian Fire, of 
Salt Lake City, have been elected mem- 
bers of the Philadelphia Fire Under- 
writers’ Association. 


GENERAL WINS CASE 





Building Containing Paper Rolls Was 
Carelessly Kept, Attracting 
Hobo Lodgers 





The General Fire, through Hartwell 
Cabell and Stetson, Jennings & Russell, 
have won in a New York court the 
action brought by the International Pa- 
per Co., following a loss: 

This suit was for $15,000 on a policy 
issued in August, 1917, on paper rolls 
in a storage building. It was offered 
in evidence that many bands of hoboes 
were attracted by the fact that the 
building had no caretaker, doors were 
open, and broken bundles of paper 
furnished a bed for the tramps to sleep 
on. 





MUTUALS MAKE REPORT 


After three months’ operation the Mo- 
tor Car Mutual Fire and the Motor Car 
Mutual Casualty of New York have 
made statements of their progress and 
condition. Walter B. Renton is vice- 
president and general manager of the 
two companies. July 18 the casualty 
company showed total admitted assets 
of $105,245 and a surplus of $15,924. The 
fire company shows assets of $49,076 
and a surplus of $2,547. The total pre- 
miums of the two companies were $154,- 
322 for the three months of operation. 
Since examination and up to August 18 
the two companies wrote $48,000 more 
of business making the total premium 
writings approximately $200,000 for the 
first four months. They collected up to 
August 18, $60,000 and cash in bank at 
present is $30,000. Manager Renton says 

it the unearned premium and loss re- 
serves are in absolute accordance with 
their rulings of the New York depart- 
ment, which in its report of examina- 
tion said: “The records of these com- 
ranies are well kept and in excellent 
condition.” 





GETTING MEMBERS UP-STATE 


Secretary Otis of the New York Fed- 
eration is using a car in his fine tooth 
comb campaign for members up state. 
He reports 283 new enrollments. He 
has his son, who was in the army, on 
the job too and he is getting results. 





‘STRONG AS THE STRONGEST”’ 


The Northern Assurance ¢o, 


(LTD., OF LONDON) 
Organized 1836 
Entered United States 1876 


Losses Paid - - - $109,000,000 
Losses Paid in U. S. $40,000,000 
Eastern and Southern Departments 


55 JOHN STREET 
NEW YORK CITY 








NEW YORK STATE DEPARTMENT 


SUPERIOR FIRE OF PA. 
CAPITAL FIRE OF N. H. 


REPUBLIC FIRE OF PA. 
GEORGIA HOME OF GA, 


PERCY B. DUTTON, Manager, ROCHESTER: 











: 100 William Street 








SCHAEFER & SHEVLIN 


Excellent Facilities for HandlHng Suburban Business 


GENERAL AGENTS 
FIRE and AUTOMOBILE INSURANCE 


New York, N. Y. 


Phones John 1167, 1168 











The Superior Fire Insurance Co. 
PITTSBURGH 
Incorporated 1871 


A. H. TRIMBLE, Prest. 


EDWARD HEER, Sec’y and Treas. 


Why not make room in your agency for a conservatively managed, 
medium-sized American Company whose indemnity, treatment of agents 
and assured, will bear inspection for nearly half a century? 


Capital $400,000.00 


Surplus to Policy Holders $730,417.59 


Assets $2,083,462.49 
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INSURANCE COMPANY 
OF AMERICA . 
NEW YORK 


Incorporated Under the Laws of the 
State of New York in 1859 


Statement, January 1, 1919 


Cash Capital ........ $1,000,000.00 
pS eer dah, wet 9,609,646.00 
Liabilities, including 

SIU -onisw cwascasc 7,214,228.11 
Net Surplus ........ 2,395,417.89 
Surplus to Policy 

SL ad's s 4s ao ¥ea 3,395,417.89 


HEAD OFFICE 
@ WILLIAM STREET, NEW YORE 








THE HANOVER 


FIRE INSURANCE COMPANY 
Incorporated 1682 


The Teal strength of an insurance com- 
Dany is in the conservatism of its man- 
agement, and the management of 
HANOV' is an absolute assurance of 
the security of its policy. 


R. EMORY WARFIELD, President 
FRED. A. HUBBARD, Vice-President 


WILLTAS onnitom Asst. Sec’y 
HOME OFFICE 


Hanover Bldg., 34 Pine St. 
NEW YORK 


HOWTE & CAIN, General Agents 
Metropolitan District 


100 WILLIAM STREET, NEW YORK 











Rossia Insurance Company 


HARTFORD, CONN. 


REINSURANCE 











rw? LaA Oo Pt Pas 

















ADEQUATE 

FACILITIES | CLARENCE A. KROUSE & CO. | SATISFACTION 
LOCAL AND GENERAL AGENTS 

ALL LINES 325 WALNUT STREET PHILADELPHIA, PA. ALL LINES 








PENNSYLVANIA 


NEW JERSEY 








307 FOURTH AVENUE 


LOGUE BROS. & CO., Inc. 


Fire—Casualty—Automobile Insurance 
Nation-Wide Facilities for Handling SURPLUS LINES 


PITTSBURGH, PA. 











EQUITABLE UNDERWRITERS of New York 
— FIRE and WAR RISKS — 


Lines Bound Throughout United Siates, Canada, Cuba and Mexico Home Office: 68 William Street 
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Bill Affects Two 


Important Clauses 





AIM OF ALABAMA LEGISLATOR 





Would Stop Use of Both Co-Insurance 
and Three-Quarters Value 
Clause 





It appears that a bill introduced into 
the legislature of Alabama by Represen- 
tative Deese would not only stop the use 
of the co-insurance clause, but would 
similarly affect the three-quarters value 
clause. The text of the bill reads as 
follows: 

Section 1, That from and after the 
passage of this act all insurance com- 
panies shall pay to their policyhold- 
ers the full amount of loss sustained 
upon the property insured by them, 
provided, that said amount does not 
exceed the amount of insurance ex- 
pressed in the policy, and that all 
stipulations in the policy to the con- 
trary are null and void; provided, fur- 
ther, that in cases of losses on stocks 
of goods and merchandise, and other 
forms of personal property changing 
in value and quantity by the usual cus- 
toms of trade, only the actual value 
of the property at the time of loss 
may be recovered, provided such loss 
does not exceed the amount stated in 
policy. 

If this law is passed it will seriously 
affect underwriting rules in Alabama, 
as there are sections where the com- 
panies do not care to accept lines with- 
out the three-quarters value clause. 
These sections are where conditions 
have made either the moral or physical 
hazard uniformly bad. This clause 
makes the property owners partial in- 
surers whether there is a loss or not. 
For example, if a piece of property is 
worth $1,000, the company will not write 
a policy on it knowingly for more than 
$750, or three-quarters of its value. In 
event of a loss, it makes no difference 
whether total or partial, if the three- 
quarters value clause is attached and 
the insurance exceeds three-fourths of 
value the company will only pay three- 
quarters of the amount of the loss. 
This clause operates diametrically op- 
posite to the co-insurance clause in 
that it is used where there is danger 
of over insurance while the co-insurance 
clause is attached where there is a pos- 
sibility of under insurance, and in that 
it is used where the property is not par- 
ticularly desirable while the cQ-insur- 
ance clause is used on a better class of 
business. 

At present Georgia and Florida both 
have a law prohibiting the use of the 
three-quarter-value clause, but not for- 
bidding the co-insurance clause. It is 
questionable whether or not Represent- 
ative Deese realizes the vital serious- 
ness of the bill he seeks to have passed. 
The passage of the bill might mean 
that the companies would have to with- 
draw from any undesirable sections or 
else forego some of their underwriting 
rules and write more or less indiscrimi- 
nately. 

The National Board will doubtless 
take steps to oppose this bill, but just 
what form the action will take is not 
known at present. While the insurance 
companies base their clauses on the 
assumption that 99 per cent of the 
people are honest; yet, for the ade- 
quate protection of these, it is neces- 
sary for them to have clauses aimed at 
the dishonest one per cent. 





IMPOSES INDIVIDUAL LIABILITY 

Chief Inspector T. F. Baker of the 
Texas State Fire Insurance Commission 
reports another local success in the in- 
dividual liability ordinance campaign. 
Ranger, Tex., a new oil-producing cen- 
ter, already a city of 20,000 people, has 
included in its original code of ordi- 
hances after incorporation a _ section 
fixing personal liability for the cost of 
extinguishing preventable fires. Chief 
Baker reports no opposition to the per- 
Sonal liability section of the code. 


Parcel Post Claims 
Suffer Long Delay 


PRIVATE VS. GOVERNMENT PLAN 








Experience of New Jersey Man; 
Method of Settlement in Use By 
Insurance Companies 





How parcel post insurance sold by 
the government and that sold by private 
enterprise differs is illustrated by the 
experience of a New Jersey man who 
wrote to a New York paper this letter 
in explanation of the case: 

“December 17, 1918, I shipped to John 
Wanamaker, New York, two _ under- 
garments, bought there the day before 
for $12, from the postoffice in Newark, 
N. J., by parcel post, insured. Also, I 
wrote Wanamaker of the return (au- 
thorized at time of purchase). On Jan- 
uary 2 Wanamaker replied that the 
goods had not arrived. I notified New- 
ark postoffice, which promised a tracer, 
and on January 28 asked me to make 
affidavit to shipment, which I did. 

“May 12 the Third Assistant Post- 
master General wrote me that on May 
1 the papers in the case had been sent 
to the postmaster at New York to ob- 
tain evidence from the addressee (Wan- 
amaker) as to the receipt or non-receipt 
of the parcel, and that as the addressee 
had so far failed or refused to co-operate 
with me in furnishing evidence no as- 
surance could then be given me when 
or whether indemnity would be paid to 
me. The official letter closed with the 
suggestive statement: 

“Tt is presumed you understand that 
the payment of indemnity in this case 
cannot be expected in the event the 
addressees refuse to deny receipt of 
this parcel.’ 

“T at once disclaimed any such under- 
standing. I had never heard of it. In 
my business using the insured parcel 
post daily I thought the United States 
sold real insurance conditioned only on 
the sender’s compliance with the rules. 
I still believe so, the official wet blanket 
to the contrary notwithstanding, but 
this was so disquieting that I wrote the 
department again, but got no answer to 
either letter. And my $12 claim of De- 
cember 17, 1918, has not been paid.” 

How Companies Settle 

The insurance company method of 
handling parcel post claims is as fol- 
lows: 

If the claim is for $5 or less it is paid 
immediately upon receipt of the con- 
signee’s letter of complaint, together 
with the insurance company’s proof of 
loss form duly signed. 

On claims over $5 the insurance com- 
pany writes to the consignee and re- 
quests that the prescribed affidavit be 
executed. When this affidavit is re- 
turned and adjuster is sent to inspect 
the shipper’s records and having ob- 
tained satisfactory evidence that the 
goods were shipped, the claim is paid. 





FIREMAN’S FUND BONUS 

The Fireman’s Fund Insurance Com- 
pany has authorized the payment of an 
extra month’s salary for August to all 
empioyes of the company ihroughout 
the United States who were in its 
service on January 1 last: A similar 
allowance was made in December, so 
that this is the second within nine 
months. 
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Safety, Service and Satisfaction 





THE CONTINENTAL organi- 
zation is built on the foundation 
of Safety to our Assureds, Ser- 
vice to our Agents, and Satisfac- 
tion to both. The soundness of 


CONTINENTAL policy, 


and the Company’s method of 
square dealing that keeps all 
honest claimants content, con- 
stitute the basis of CONTINEN- 
TAL Agency Service. 

Every CONTINENTAL maz, in office or in field, is 


trained to give CONTINENTAL Service. The Agent 


derives benefit from that 
the use he makes of it. 


Service in direct ratio to 


Whenever THE CONTINENTAL can serve you, 


the Company invites you to call on it. 


Co-operation will pay us both 





THE CONTINENTAL 
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HOME OFFICE: 8 MAIDEN LANE, NEW YORK 


Cash Capital, Ten Million Dollars 
CANADIAN DEPT.: 
W. E. Baldwin, Manager 
17 St. John Street 
MONTREAL 
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MEDWAY MAKES THE FIFTH 





Arthur S. Rogers Given Title of For- 
eign Superintendent of London & 
Lancashire—British News 





London, Eng., Aug. 1.—The Northern 
Assurance has acquired nearly all the 
shares of the Medway Insurance Com- 
pany of Chatham. Already the North- 
ern controls the Indemnity Marine, Na- 
tional Guarantee, Royal Scottish and 
Provident Accident & Guarantee. The 
Medway commenced writing marine in 
1916. It does a good fire business. 

The British Fire Insurance Company, 
Ltd., has increased its capital to £500,- 
000. The chairman of its board of di- 
rectors is Viscountess Rhondda. A. P. 
Cawley, late secretary of the Corpora- 
tion of Insurance Brokers and Agents, 
is agency manager of the Company. 

The Commercial Insurance Company 
of Ireland has opened offices in Belfast 
and is ready to transact all classes of 
business, including marine and life. J. 
R. Stoddart, for many years with the 
Royal Exchange, is general manager. 

The Lombard Marine and General In- 
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surance Company, Ltd., has been regis- 
tered as a private company. 

The directors of the Royal have de- 
cided to take up a further £550,000 of 
the Funding Loan in addition to £1,000,- 
000, making its total application in en- 
tirely new money to the Victory Loan, 
£1,550,000. 

The whole of the capital of the new 
Treaty Re-Insurance Limited is held by 
the Atlantic, Century, London Guar- 
antee & Accident, London & Lancashire 
Life and Western Australian. 

Arthur S. Rogers, hitherto head of the 
foreign department of the London & 
Lancashire, has been given the title of 
foreign superintendent of the company. 





SAY EXCESS COMMISSION PAID 

There is not a little complaint on 
the Street that companies are allowing 
excess commissions on automobile fire 
theft and collision lines. It seems of 
general knowledge that 27% per cent 
is paid, frequently with a contingent of 
5 per cent. One automobile superinten- 
dent for a fire company said that he 
knows of a case where a car owner got 
$2,200 insurance on a car he paid $1,650 
for. This business. it is claimed. was 
written at a cut rate and the commis- 
sion arrangement means about 35 per 
cent for the broker. 





TIE-UP NOT COMPLETE 

It is hard to believe that a complete 
tie-up of the Manhattan subway sys- 
tem would not paralyze the office forces 
in the downtown district, especially on 
a rainy Monday morning, but such was 
not the case. By 10.30 o’clock most 
of the offices reported almost normal 
forces on hand. One of the elevator 
men in Eighty Maiden Lane said he 
came from 19ist Street and reached 
his building at 6 o’clock. 


TO RE-INSURE SENECA 
The New York department has an- 
nounced that the business of the Seneca 
Fire, one of the James J. Boland com- 
panies, will be re-insured in the Globe 
& Rutgers. 
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Boston Premiums 
Show Increases 





RETURNS IN FOR HALF YEAR 


Fire Business Reported to Protective 
Department for Six Months 
of 1919 





Reports of fire companies to the Bos- 


ton Protective Department for the first 
half of 1919, and the last half of 1918, 


are as follows for those reporting $20,- 


000 or more premiums: 


6 Months Last Half 

1919 1918 
IE adn od ateee 4 $79,030 $51,314 
Mass. F. & M.... 22,680 20,231 
Ol: Comway <<<... 14,554 13,641 
Springfield F. & M. 52,980 45,912 
Fireman’s Fund .. 46,592 42,765 
NE. 5 kciin 640.0040 102,673 89,495 
Automobile ...... 39,272 28,059 
Colonial. Fire Und. 36,866 29,969 
Connecticut ...... 32,981 30,189 
Hartford 102,938 92,690 
National 86,820 87,478 
SEONG. oh. h¥vieowes 35,304 37,888 
POOR. ois tasee 28,208 22,497 
ONOEY, - vig.oe's wears 23,125 20,538 
Dubuque F. & M.. 43,727 35,356 
St. Paul F. & M.. 24,440 22,369 
American Central. 35,421 33,576 
Citizen’s > 34,018 30,441 
American, Newark 33,172 33,748 
CRORE Sob... te 28,631 28,640 
Bastern Und...... 21,107 22,727 
PICIMEN’S . 2... .00% 65,819 56,736 
DUGNEENEEL ans cvs 32,334 23,966 
Agricultural ..... 28,481 27,610 
American Alliance 21,122 17,436 
American Eagle .. 30,952 27,740 
fA ary ees 25,089 19,703 
Commonwealth 40,868 45,126 
Continental ...... 52,279 54,627 
Fidelity Phenix .. 52,115 45,088 
Glens Falls ...... 34,570 33,556 
Globe & Rutgers .. 60,479 71,026 
Great American... 71,717 64,196 
Great Amer. (Roch. 

Dept.) 30,962 34,003 
ee 23,670 20,623 
Serres 116,013 100,751 
Faome Une. ...... 101,915 96,975 
Mercantile ‘ 36,670 30,186 
National Liberty .. 27,078 21,695 
New York Und.... 25,088 20,800 
ea 47,153 45,491 
NNN? Soot 6 0. ota 71,038 59,082 
United States Fire 29,668 26,191 
Westchester ..... 30,315 38,973 
Fire Association 40,530 41,796 
| rE 24,956 28,026 
Girard F. & M.... 20,260 16,885 
Ins. Co. of No. Am. 64,592 54,513 
National Union 20.878 19.318 
Pennsylvania Fire 45,501 41,908 
Pennsylvania Und. eee a ea ee 
Providence Wash. 42,073 39,455 
Rhode Island 37,422 27,182 
Concordia ....;... 32,076 21,816 
Milwaukee Mech’s. 40,780 24,583 
Atlas Assurance .. 79,257 61,589 
British American . 30,807 25,995 
Caledonian ...... 32,965 22,626 
Commercial Union 76,590 70,290 
Law, Union & Rock 27,938 11,337 
Ve 2 ey 2 126,409 104,781 
London Assurance. 25,062 21,467 
London & Lanc... 59,649 53,119 
L. & Lane. L. & G. 20,677 14,642 
Nationale ........ 24,753 17,474 
No. Brit. & Merc.. 66,502 39,444 
Northern Assur... 107,003 96,363 
Norwich Union 36,912 34,563 
REND omic seas 62,637 54,798 
Phenix, France 21,132 12,695 
Phoenix Assurance 40,357 34,325 
ES rer 162,760 134,279 
Royal Exchange . 23,283 23,944 
Scottish U. & N... 54,901 58,470 
SR aid debbie beds 37,467 36,784 
Union, France 20,408 13,385 
Western Assurance 31,856 27,920 
Yorkshire ....... 22,320 23,560 





Total, all co’s.....$4,674,772 $4,141,698 


CONSIDERING AUTO PLAN 





Western Conference Members Said to 
Entertain Union and Bureau 
Supervision 


Chicago, August 22.—Members of the 
Western Automobile Underwriters’ Con- 
ference are discussing the desirability 
of placing the business under super- 
vision such as the Union and the Bu- 
reau exercise over other lines written 
by the fire companies. While no definite 
steps have been taken in this direction, 
the matter is before the committee of 
managers appointed by President Fred 
J. Sauter to investigate conditions in 
the Conference. 

—. L. Rickards, elected secretary of 
the Western Conference, will continue 
his work as manager of the Automobile 
Protective & Information Bureau. It 
was considered desirable to have both 
under the same management. Paul 
Fry, assistant secretary of the Con- 
ference, also will be connected with 
both organizations. 





OPENS NEWARK OFFICE 


T. M. Ten Broeck & Co., Inc., with 
offices at 105 William Street, New York; 
1 Montgomery Street, Jersey City; and 
717 Broadway, Bayonne, opened an- 
other office at 38 Clinton Street, New- 
ark, where they will have the represen- 
tation of several companies. They will 
bind Newark business at their New 
York office, where they have a complete 
set of rates for Newark for the con- 
venience of brokers. 





SURCHARGE REMOVAL 
(Special to The Eastern Underwriter) 
Chicago, August 20.—Surcharge will 
be removed effective September 1 in all 
states in Western Union territory ex- 
cept Mic higan, where suit is still pend- 
ing, and Indiana and Kentucky, where 

negotiations are still under way. 





BAY STATE FIREMEN’S MEETING 
The Massachusetts State Firemen’s 
Association annual convention meets 
in Worcester, Mass., September 17, 18 
and 19. Addresses are scheduled by 
two members of the N. F. P. A., Ed- 
mund L. Sanders of Worcester and 
Timothy G. Toomey of Boston. 


MOVING TO HARTFORD 
The Law, Union & Rock will move 
all its New York office records to Hart- 
ford the latter part of this month, ex- 
cept the local department, which will 
remain with Hall & Henshaw as met- 
ropolitan managers. 








AUTOMOBILE AGENCY TAKEN 

M. P. Evans Comp-nv. 503 Fifth Ave- 
nue, New York, has been appointed 
Manhattan agevt for :he Northern As- 
surance, automobile department. This 
agency was formerly with Johnston & 
Collins. 


REVENUE COLLECTOR SUED 
The Hartford Fire has sued James J. 
Walsh, United States collector of in- 
ternal revenue in Hartford, to recover 
$6,536 which it is claimed was unlaw- 
fully collected as a tax upon the com- 
pany’s capital stock. 








APPOINT WAKEFIELD & MORLEY 
The Importers and Exporters Insur- 
ance Company of New York have ap- 
pointed Wakefield & Morley of Hart- 
ford, general agents for automobile 
business for the State of Connecticut. 





Thomas E. Brown Dead 
Thomas E. Brown, adjuster for many 
fire insurance companies, died in Balti- 
more this week. 





A two per cent tax on gross premiums 
of insurance companies has been passed 
in Illinois where up to the present time 

the premium tax has been governed by 
the retaliatory law. 


“The Leading FIRE INSURANCE Co. of America” 
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The Rights and Wrongs 
of Motor Car Insurance 











By Chris Bambach, Vice-President of R. C. Rathbone & Son 








(Continued from The Eastern Under- 
writer of August 15) 

Liability insurance is of two classes: 
The one just discussed is “Injury to 
Persons.” The other can be broadly 
described. as “Property Damage.” The 
latter is not issued singly, but only by 
endorsement on the “Injury to Persons” 
policy. It covers the damage done by 
your car to another’s property, and in- 
cludes his dog or horse, cow or anything 
except injury to human beings. The 
layman often confuses Property Dam- 
age with Collision Damage, but there is 
absolutely no connection between them, 
as collision damage covers only dam- 
ages sustained and not damage inflict- 
ed. In connection with liability for 
Property Damage, the courts have re- 
cently held that where a business ve- 
hicle is put out of service the owner 
can collect damages for “Loss of Use” 
for the time the car is being repaired 
In view of these decisions the liabil- 
ity companies have provided a clause 
which protects the assured in claims 
of the sort and as the additional 
premium for this protection ranges 
from fifty-six cents a year to three 
dollars and twelve cents, it is advis- 
able to have this extra coverage. In 
this connection it might be well to add 
that courts have held that an automobile 
used by a business man to convey him 
between his home and his place of busi- 
ness is a business vehicle—and courts 
have held that it is not. 


Conditions Which Influence Rates 


Very recently a new method was 
adopted for fixing the premium rates on 
both classes of liability insurance. For- 
merly the basis for rate computation 
was the horsepower of the engine, but 
this has been succeeded by computa- 
tions based on the list price of the car. 
The rate, now as formerly, also is af- 
fected by the territory in which the car 
is principally used, and a new ruling pro- 
vides for special reductions in these 
rates as applied to cars equipped with 
pleasure bodies under certain condi- 
tions. The rate proper, or base rate, as 
it is technically known, covers the car 
while it is being used for professional, 
business or pleasure purposes, the pol- 
icy covering the liability of the driver 
or any occupant of the car. 

There is a reduction of 8 per cent 
from the base rate if a warranty is at- 
tached to the policy that the automobile 
insured will be used only for private 
purposes. Private purposes shall in- 
clude personal pleasure and family use, 
excluding the regular and frequent use 
for business or professional calls and 
excluding commercial delivery. In this 





San Francisco Losses 
Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds largely supplied by head 
office in Liverpool 


Fire, 















U. 8S. casn Assets, Dec. 31, 1918 $17,083,985.30 
| aR Sa ee 
Losses Paid by Chicago Fire, 1871 
Losses Paid by Boston Fire, 1872 
—_ Paid by Baltimore 


connection the use of an automobile to 
and from residence and place of busi- 
ness shall not be considered as business 
use. 

A further reduction of 12 per cent is 
available if a warranty is attached, to 
the effect that the policy shall only 
apply while the automobile insured is 
being operated only by the owner who 
is the named assured. Under this war- 
ranty if any person other than the own- 
er is driving, and an accident happens, 
the insurance company will not be 
liable. 

Robes and Personal Effects Not Covered 
by Fire Policies 

A policy which covers against fire 
nowadays invariably includes coverage 
against theft. The standard form cov- 
ers the car wherever it may be in the 

Inited States and Canada, and covers 
against fire arising from any cause 
wnatever. including explosion, self-igni- 
tion and lightning, also losses by theft, 
robbery or pilferage by persons other 
than those employed by the owner. The 
policyholder should bear in mind that 
robes, wearing apparel and personal ef- 
fects are not covered against fire un- 
less added to the policy by special en- 
dorsement; and the theft of such 
articles is not covered in any case. 

The insuring company will pay also 
for any loss or damage caused by the 
stranding, sinking, collision, burning or 
derailment of any conveyance on which 
the car is shipped. This applies to all 
railroads, ferries and inland steamers 
and to coastwise steamers plying be- 
tween ports within the territorial limits 
mentioned in the policy. 

The difference between the “Valued” 
and “Non-Valued” forms of policies and 
the all-important “exceptions” are sub- 
jects which every policyholder should 
understand, and they are easily under- 
stood if a moment of consideration is 
given to the explanation of them. 
“Valued” and “Non-Valued” Policies. 

What the Terms Mean 

One small sentence in the policy is of 
vital importance, though it is frequently 
overlooked by the policyholder unless 
his interests are properly protected by 
his broker. It reads: “The said auto- 
mobile hereby insured (body, machinery 
and equipment) is valued at the sum 
insured.” 

This sentence means that the valua- 
tion is fixed for the entire period of the 
policy and that the whole amount for 
which the car is insured is collectible 
in the event of a total loss. This is the 
“Valued” form of policy and is by all 
means the policy you should have. It 
costs more than the “Non-Valued” form 
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and that fact, in itself, is the best evi- 
dence that the insurance company pre- 
fers you to have the latter. ss 

By the terms of the “Non-Valued 
policy the assured must establish the 
actual value of his car at the time of 
the loss, and is reimbursed on that 
basis—which is to say that he and the 
company must come to an agreement as 
to the extent of the depreciation of the 
property since it was insured, bringing 
up the everlasting discussion as to the 
real value of a used car. 

Because of the almost endless bicker- 
ings which this form of policy inevi- 
tably stir up, a standard method of ad- 
justment has been adopted which pro- 
vides for the appointment of an ap 
praiser by the insurance company act- 
ing for them, an appraiser by the in- 
sured, who represents the latter’s in- 
terest, and the two appraisers then ap- 
point an umpire. The value agreed 
upon by two of these three is the 
amount which the assured is compelled 


to accept. The “Valued” policy obviates” 


the need of this controversy. 


“Collision” Insurance Covers Damage 
Sustained by Your Car 
Collision insurance, which covers 


damage sustained, is never issued ex- 
cept in connection with Liability or Fire 
policies. It covers damage to the as- 
sured’s car resulting from an accidentai 
collision with any automobile, vehicle 
or other object. It does not insure 
against loss or damage to any tire 
caused by puncture, gash, blow-out or 
other ordinary tire trouble, but does 
cover damage to tires caused by, or 
directly due to the collision, providing 
other loss or damage to the automobile 
is sustained in the same accident. 

There are three classes of collision 
. insurance: 

“Full Coverage.” 

“One Hundred Dollar Deductible.” 

“Fifty Dollar Deductible.” 

The first mentioned insures for the 
full amount of the loss up to the 
amount of the policy. The second does 
not pay for a loss that is less than one 
hundred dollars, and if over one hun- 
dred dollars it pays the difference be- 
tween the amount of the loss and one 
hundred. For example: A collision 
which resulted in damage that cost 
ninety-five dollars to repair would have 
to be paid for by the policyholder; if 
the damages cost one hundred and 
twenty dollars to repair, the insurance 
company would pay only twenty dollars. 
In policies of the fifty-dollar deductible 
class the principle is the same, but the 
unit of adjustment is fifty dollars. 
When and Why One Company is Far 

Better Than Two 


Some years ago, probably about the 
time Noah guided the Ark safely to the 
top of Mount Ararat, one of his family 
started something he couldn’t finish— 
and nobody has been able to finish it up 
to the present writing. He started a 
discussion as to which first came into 
existence: the egg a hen laid or the 
hen which was hatched out of an egg. 
And if so, where did the first egg or the 
first hen come from? 

There’s a somewhat similar problem 
in insurance. A car owner, who is in- 
sured against theft and collision, re- 
ports that his car has been stolen. A 
few days later, he recovers his car 
which is rather thoroughly wrecked. 
Then begins the worry of the assured. 
“Nay, nay,” says the company which 
carries his theft insurance, “the dam- 
age to your car was caused by a col- 
lision; see your collision company.” He 
does. 

“Why, bless our hearts,” responds the 
collision people when they have heard 
his tale, “your car was stolen before 
anything happened to it and its present 
condition is due solely to the fact of the 
theft. Make your theft insurance peo- 
ple ‘come across.’” 

It is a fact that the car was damaged 
because it was stolen—damaged as a 
result of a theft. It is also a fact 


that the car is not stolen because it is 
again in the possession of the owner. 
And thus the row goes on. The ounce 
of prevention for maladies of this sort 





Suburban Raises 
Long Beach Rates 


POPULAR L. I. SUMMER RESORT 





Serious Defects Found in Water Sup- 
ply; How New Schedule 
Compares With Old 





At a meeting of the executive com- 
mittee of the Suburban Fire Insurance 
Exchange rates at Long Beach, L. L, 
one of the most popular summer col- 
onies about New York, were advanced. 
In October, 1914, the Exchange promul- 
gated rates for Long Beach, based upon 
a key rate which recognized the pro- 
tection then afforded by the water sup- 
ply of that village. An inspection by 
the National Board made on July 24th, 
‘his year, disclosed serious defects in 
the water supply. 

It was, therefore, resolved that the 
rating department be instructed to re- 
vise the application of the key rate 
schedule to Long Beach, making proper 
charges for the defective conditions 
now existing in the water supply and 
fire protection of Long Beach. 

™ accordance, rates on at Long 
Reach have been recomputed, and new 
retes nromnuigsted. In general these 
rates represent an increase on brick 
dwellings, hitherto rated at .16 to .32, 
as against an entirely unprotected rate 
of .40; and on frame dwellings (hitherto 
rated at .22) to .36. as against an en- 
tirely unprotected rate of .40. 

The National Board engineers recom- 
mand that immediste stens be taken to 
replace certain water pipes. and that 
the equipment at the pumping station 
be honsed in a substantial fire resistive 
structure in which all electrie wirine is 
installed in accordance with the Na- 
tional Electric Code. 








is found in the assured buying his theft 
and collision policies from the same 
company, in which case the theft and 
collision departments fight it out as to 
whose books the loss shall be entered 
on, but in the meantime the assured has 
received his check. This is a very 
usual condition, as few stolen cars are 
recovered before they have suffered 
damage. 
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History of Boland 
Enterprises Told 
SENECA; NEW YORK NATIONAL 


Transactions With North Penn Bank 
That Failed Carrying Down 
Fire Companies 





In a statement by James J. Boland, 
president of the Seneca and the New 
York National, and manager of James 
J. Boland Company, Inc., New York, he 
recounts his companies’ transactions 
with the North Penn Bank, Pittsburgh. 
The failure of that bank brought dis- 
aster to the insurance companies also. 
Mr. Boland says: 


James J. Boland Company, Inc., hereinafter 
referred to as the land Company, was or- 
ganized about July, 1916, under the laws of 
Delaware, with an authorized capital stock of 
$400,000, of which $299,000 has been issued to 
date. 

Among the purposes for which the company 
was organized was to act as general insurance 
agent, acquire stock in other insurance com- 
panies, seil securities, etc. Since its incor- 
poration, the company has acted at various 
times as general agent for the Hamburg-Bremen 
Fire Insurance Company, the City of New York 
Insurance Company, the New York Plate Glass 
Insurance Company, the Great Eastern Casualty 
Company, the New York National Insurance 
Company and the Seneca Fire Insurance Com- 
pany, and it has operated the general agency 
of the Columbian National Fire Insurance 
Company of Detroit, Mich., and conducted a 
general insurance agency business. 

At the time the Boland company was or- 
ganized, its gross earnings were at the rate of 
$40,000 per year, which rapidly increased, so 
that for the six months ending June 3, 1919, 
the gross earnings were over $100,000. 

Start New York National 

In March, 1917, the company purchased the 
entire capital stock of the National Lumber 
Insurance Company, which later became the 
New York National Insurance Company. A 
statement of the (New York National Insurance 


Company at the time of the purchase is as 
follows: 

Capital $200,000 
Surplus ... «+ 
Reserve 144,006 





The Boland company paid for the entire cap- 
ital stock of the New York National Insurance 
Company to Morris Tremaine and his associates 
of Buffalo, N. Y., $365,000, The money for this 
purpose was obtained from the following sources: 
$240,000 was borrowed from the Citizens’ Con:- 
mercial Trust Company of Buffalo, N. Y., on 
two notes of the Boland Company for $215,000 
and $25,000, respectively, with the entire cap- 
ital stock of the insurance company pledged as 
security for the notes. Approximately $35,000 
more was loaned by the trust company on notes 
of other individuals, indorsed by the Boland 
Company. 

Sixty-five thousand was obtained from the 
sale of the Boland Company’s debentures, and 
Morris Tremaine took the note of the Boland 
Company fcr the remaining $25,000. 

Makes First Deposit 

Up to this time the Boland Company had its 
headquarters and conducted its businéss from 
Scranton, Pa. While seeking capital to enable 
the Boland Company to make the purchase of 
the New York National Insurance Company 
stock, I went to New York and Philadelphia, 
and while at the latter city talked with several 
bankers there, among them Mr. Moyer, cashier 
of the North Penn Bank. 

I was then endeavoring to borrow $25,000, the 
amount needed to compiete the purchase. Mr. 
Moyer told me he was unable to make any 
loan then, but would like to have the Boland 
Company make a deposit with his bank. The 
first negotiation with Mr. Moyer took place 
some time before we consummated the purchase 
of the stock in March. About April 28, 1917, 
the Boland Company opened an account with 
the North Penn Bank by the deposit of $5.000. 

About July 3:, 1917, the Boland Company bor- 
towed $15,000 from the North Penn Bank to 
provide funds to meet payments on the notes to 
Morris Tremaine. This was the first loan to 
the Boland Company from the North Penn 
Bank, and was arranged by J. Russell Jones, 
the secretary of the Boland Company. who visit- 
ed Philadelphia for that purpose. ‘Three notes 
of $5000 each of the Bolan Company were given 
to the North Penn Bank to secure this loan. 

ey were pevetee at intervals of one, two and 
three months These notes were either paid 
in full at maturity, or partly paid and renewed 
for the balance, and were taken care of from 
time to time. as they matured. 

Capital Impaired 
, On the examination of the New York National 
‘nsurance Company by the superintendent of 
insurance in November, 1917, it was discovered 
that an impairment existed of $30,000, which the 
Superintendent of insurance required should be 
made good without delay. e im>airment in 
the capital of the New York National Insur- 
ance Company was caused by the increase of 
peerve for re-insurance, which, in turn, was 
to the increased amount of business written 
er the New York National Insurance Company 
oneh the Boland Company. Application was 
‘e made to the North Penn Bank for a loan 
of $20,000, and to the Citizens’ Commercial Trust 
pupeny for a loan of $10,000, for the purpose 
ot making good the impairment. 
Borrowed $20,000 in 1917 

ae December, 1917, the North Penn Bank 

€ a loan of $20,000 to the Boland Company 


‘ month apart. 


on four $5000 notes, payable at intervals of one 
About the time of making this 
loan Mr. Moyer, the cashier, came to Scranton 
and made an examination of the books, ac- 
counts and business of the Boland Company. 
About the same time the Citizens’ Commercial 
Trust Company, of Buffalo, N. Y., loaned $10,- 
000 on two notes of $5000 each of individuals, 
endorsed by the Boland Company. The $30,000 
obtained from these loans was paid into the 
New York National Insurance Company to 
make good the impairment of its capital. 

During the summer of 1918 the Boland Com- 
pany negotiated with a syndicate headed by 
Adam E. Cornelius, of Buffalo, N. Y., to pur- 
chase 10,10) shares of the capital stock of the 
Seneca Fire Insurance Company for approxi- 
mately $340,000. This was slightly more than 
a majority of the capital stock of the company. 
The funds for this purchase were obtained in 
the following manner. The Metropolitan Trust 
Company, of New York City, loaned $125,000 
on the note of the Boland Compary with_the 
10,100 shares of the stock of the Seneca Fire 
Insurance Company pledged as collateral. This 
pledge also secured the note of Abram E. Cor- 
nelius, trustee. for $68,000. The North Penn 
Bank loaned $50,000 on five notes of the Boland 
Company of $10,000 each, The remainder of the 
purchase price for the stock, $97,000, was paid 
from fnnds of the Boland Company, either di- 
rectly or through moneys obtained by the sale 
of its debentures to various individuals. 

In February, 1919, a further loan of $100,000 
was obtained from the North Penn Bank on 
ten notes of the Beland Company, each indorsed 
by J. Russell Jones, R. S. Houck and myself. 
The purpose of this loan was to obtain funds to 
pay maturing obligations of the Boland Com- 
pany in connection with the purchase of the 
insurance companies’ stock, about $60,000, and 
the balance of $40,000 to pay various accounts 
payable of the Boland Company. 

Impaired in 1919 


In March, 1919, the (New York insurance de- 
partment found a further impairment of $97,000 
in the capital of the New York Insurance Com- 
pany and the superintendent of insurance re- 
quired that the sum of $100,000 be forthwith con- 
tributed to the capital of the company. The Bo- 
land Company, as the owner of the entire cap- 
ital stock of the insurance company, then sought 
a further loan of $100,000 from the North Penn 
Bark to enable it to make good the impairment. 
The North Penn Bank made the loan upon five 
notes of $20,000 each, guaranteed by the Boland 
Company. The entire $100,000 obtained from 
the proceeds of this loan was paid in to the 
New York National Insurance Company to make 
good the impairment, and comply with the 
order of the insurance department. ; 

About this time the Citizens’ Commercial Trust 
Company called its loans to the Boland Com- 
yvany, then aggregating about $180,000, and the 
North Penn Bank agreed to loan this sum _ to 
the Boland Company for the purpose of taking 
up these loans. Individual notes of $15,000 each 
were furnished by the Boland Company to the 
North Penn Bank to secure this loan, which 
were guaranteed by the Boland Company, and 
were to be supplemented by the deposit of all 
the New York National Irsurance_ Company 
stock received from the Citizens’ Commercial 
Trust Company, when the iatter was paid in 
full. The North Penn Bank did not supply 
the entire $180,000 for this purpose as it had 
agreed to do, and for which the twelve individual 
notes had been delivered to it by the Boland 
Company, but furnished only $115,000 for this 
purpose, all of which was paid to the Citizens’ 
Commercial Trust Company. Meanwhile the 
Citizens’ Commercial Trust Company was in- 
sisting that the remaining $65,000 ot its loan be 
paid. 

Cashier’s Checks Given 

The North Penn Bank gave us two cashier’s 
checks aggregating $65,000, with the understand- 
ing that they should not be used unless and 
until permission was given to do so, because 
the cash reserve of the bank was low. Mr. 
Moyer said the Citizens’ Commercial Trust 
Company could either be shown these checks or 
told that we had them, so that the trust com- 
pany would be satisfied that the North Penn 
Bank was carrying out its agreement, and this 
would give an extensien of time until the 
cash reserve of the North Penn Bank was 
sufficiently increased. 

These cashier’s checks were not to be used 
without Mr. Moyer’s permission, and were to 
be returned to him if they were not used. The 
Citizens’ Commercial Trust Company insisting 
on payment, Mr. Moyer said that we should 
obtain a loan on some other bank on_the 
stock of the New York National Insurance Com- 
pany that was pledged with the Citizens’ Com- 
mercial Trust Company. We then obtained a loan 
of $100,000 from the Marine Trust Company by 
the pledge of the stock of the New York National 
Insurance. Company, and with the proceeds of 
this loan paid $65,000 and interest to the Cit- 
izens’ Commercial Trust Company and $35,000 
to the North Penn Bank. en Mr. Jones of- 
fered to return the $65,000 of cashier's checks 
to Mr. Moyer in exchange for the $100,090 notes, 
because the North Penn Bank had failed to 
loan the full amount as agreed, Mr. Moyer 
could only produce $80,000 notes and said one 
$20,000 note could not be found by him, but as 
soon as he could find it he would turn it over. 
Mr. Jones thought it advisable to hold the 
cashier’s checks until the note was forthcom- 


ing. 

Fe funds of the New York National and 
Seneca Fire Insurance companies on deposit 
with the North Penn Bank were without aor 
restriction or agreement, and subject to chec 
at all times, and were checked on freely up to 
the time the bank closed. 

All the loans of the Boland Company from 
the North Penn Bank were made in the usual 
way on the delivery of notes to the bank for 
the amount of the loans, and there was no 
commission or consideration paid to Mr. Moyer 
or any one else in the transaction. 

The Boland Company always took care of its 
paper at the North Penn Bank, either payin 
in full or reducing its notes as they matured, 
and paying the discount and interest. There 
was no overdraft and no overdue paper of the 
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Chicago Insurance 
Clerks Talk Strike 


SAY WAGES ARE TOO LOW 


Emboldened By Collective Bargaining 
at City Hall—High Cost of Living 
Blamed 


(Special to The Eastern Underwriter) 

Chicago, Aug. 20.—A strike of insur- 
ance clerks is thre>tened as the latest 
development of the high cost of living 
situation in Chicago. The employes of 
ene of the big Chicago offices have pre- 
sented an ultimatum, announcing that 
if an increase in salaries is not forth- 
coming by a specified date they will 
quit in a body. 

The unrest is general in Chicago offi- 
ces and manegers admit that the situ- 
ation from their standpoint is becoming 
serious. With the breaking of the ice 
in one office it is vracticallvy certain 
that others will follow the lead. and 
the formation of what will amount to a 
union is exnected to be the next sten. 

Most of the clerks and bonkkeenere 
“re an nractically the same sclarv hacis 
‘sot they were when living costs were 
little more than half of what they are 
“t the nresent time. and the married 
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Boland Company, and no overdue notes guar- 
anteed hy it in the bank at the time it sus- 
vended business. The earning power of the 
Boland Company was steadily increasing, and 
at the rate at the time the bank closed, it 





men especially say that their present 
remuneration is actually not enough to 
supply their families with the necessi- 
ties of life. 

Office employes have in the past 
made few efforts toward collective bar- 
gaining, but the success of the clerks 
employed in the city hall here in secur- 
ing better pay by that means has em- 
boldened those in other lines of work. 
When the city employes staged their 
strike a few weeks ago the activities 
of all departments of the city govern- 
ment were absolutely brought to a halt 
and after they had been out only one 
day they won practically all of the 
points for which they struck. 


LICENSED IN NEW YORK 


The Re-Insurance Company Salaman- 
dra, of Copenhagen, has been licensed 
by the New York department for fire 
business. Meinel & Wempel, Inc., is 
United States manager. This company 
was organized by those interested in 
the Salamandra Insurance Company of 
Petrograd, which was recently granted 
a Federal license by the Treasury De- 
partment. It is assumed that the Sala- 
mandra, of Copenhagen, will absorb the 
business of the Salamandra, of Petro- 
grad. This would avoid the troublesome 
question of the status of the United 
States branch of a company whose 
home company had declared its charter 
terminated. 





D. J. Walsh’s Sons, Inc., have been 
appointed representatives of the Fira- 


would have been able to tak f its : ’ i 
tire indebtedness to ‘the North lg Bank inh _ Fund in Philadelphia and vicin- 


approximately five years. 
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Steamer “Englewood” Strikes Mine 
in North Sea Causing New York 
Underwriters Heavy War Loss 


When the steamer “Englewood,” built 
for the Emergency Fleet Corporation in 
August, 1918, at Shooters Island, New 
York, by the Standard Shipbuilding 
Corporation, remained afloat after strik- 
ing a mine in the North Sea it provid- 
ed a demonstration that she must have 
been well built. The vessel is 5,139 tons 
gross tonnage, 3,646 tons net tonnage, 
with seven steel bulkheads. These 
bulkheads undoubtedly saved ithe ves- 
sel from foundering. 

The “Englewood” was originally re- 
ported as having struck a mine and in 
immediate danger of sinking. She was 
eventually picked up and towed into 
Gravesend, England, with one of her 
holds full of water, and number two 
hold, leaking. The last reports indicate 
that the leaks were being kept under 
control. 

The “Englewood” sailed from New 
York with a very valuable cargo of pro- 
visions, estimated at from $3,000,000 to 
$3,500,000. With salvage charges added 
to the damage done by water entering 
the holds, the loss might be estimated, 
without having any of the particulars 
in connection with salvage charges at 
the present time, at about thirty per 
cent. 

Considering that the rate for mine 
risk insurance on vessels destined to 


the North Sea in the past three weeks 
in the New York market has steadily 
declined to a rate of 7% cents, in fact, 
some hulls have been placed at a rate of 
7% cents for the round trip, a loss of 
this kind ought to be a positive proof 
for marine underwriters that the mine 
risk is still a hazard to be contended 
with in the North Sea and unless ma- 
terially higher rates are obtained for 
that hazard underwriters writing this 
class of business will not be able to 
meet a loss of this character from the 
volume of premiums received. 

Undoubtedly similar losses will be in- 
curred by vessels navigating in the 
North Sea waters as it is a physical 
impossibility for the combined govern- 
ments to locate all the mines which 
were planted during the world war. A 
great many of these mines have broken 
loose from their mooring and constitute 
a menace to navigation. We look for 
improvements in rates on this class of 
business in the near future. 

From the best information available, 
it appears that this entire war risk line 
was placed in the New York market and 
will not affect English underwriters 
whose rates are almost on a parity with 
American underwriters’ rates for simi- 
lar risks. 

OBSERVER 








Personnel of a 
Local Marine Office 


AUTOMOBILE COMPANY’S STAFF 








Careers of Men Associated With 
Manager Ebert and Assistant 
Manager Hart 





The New York marine office of the 
Automobile Insurance Company has 
built up a strong personnel. “The 
Aetna-Izer,” the company’s Home Office 
publication, prints the following details 
about the careers of the underwriters 
in the local office: 

“A number of important changes, af- 
fecting the management and personnel 
of the Automobile Insurance Company’s 
marine office at 82 Beaver Street, 
New York, have recently taken place. 
Most important of all is the appoint- 
ment of C. R. Ebert, as manager to 
succeed J. J. McGivney, resigned. Since 
1916 Mr. Ebert has been at the head 
of a marine underwriting office known 
as C. R. Ebert & Co. Previous to that 
he was for a time connected with the 
Automobile Insurance Company’s New 
York office as a marine underwriter. 
In returning as manager, Mr. Ebert is 
not only well acquainted with the high 
standard of Aetna service as applied to 
marine insurance but he also brings to 
the office wide experience as a marine 
underwriter. 

“Mr. Ebert began his career as a 
marine underwriter about fifteen years 
azo with the British and Foreign Ma- 
rine Insurance Company. Later he 


went to the Royal Insurance Company 
in the capacity of assistant marine un- 
derwriter, which position he gave up in 
1916 to become a marine underwriter 
for the Automobile Insurance Company. 
Two years later he resigned this posi- 
tion to become president of C. R. Ebert 
& Co., a marine office well and favor- 
ably known to New York underwriters. 
Representing eight or nine marine com- 
panies, this office built up a large busi- 
ness in a short time and gained a wide 
reputation among New York marine 
brokers for prompt and _ courteous 
service. 

“As manager of the New York marine 
office of the Automobile Insurance Com- 
pany, Mr. Ebert’s policy will be to do 
everything in his power to afford New 
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York marine brokers quick, efficient 
and courteous service. 

“The appointment of Leo. J. Hart as 
assistant manager and underwriter is 
another step which the Automobile In- 
surance Company has taken to 
strengthen the marine underwriting 
force of its New York office. Mr. Hart’s 
marine underwriting experience covers 
a period of twelve years. His early ex- 
perience was gained with the British 
& Foreign Marine Insurance Company. 
At later periods of his career he was 
with the Royal Insurance Company, a's 
assistant marine underwriter, and with 
the North British and Mercantile In- 
surance Company, as marine under- 
writer. He gave up the latter position 
to enlist in thé navy. 

“Other additions to the marine under- 
writing staff of the Automobile Insur- 
ance Company’s New York office are 
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the appointment of Louis Pallay as an 
assistant marine underwriter, and Fred 
Maccabe, as head of the loss depart- 
ment. Mr. Pallay was formerly with 
C. R. Ebert & Co., Mr. Maccabe is re- 
puted to be one of the best known 
marine loss men in New York. He was 
with the Standard Marine Insurance 
Company for fifteen years, starting in 
the Liverpool office, In 1907, he was 
put in charge of the company’s loss de- 
partment in the United States under 
the United States Manager, W. J. Rob- 
erts. Early in the war, Mr. Maccabe 
enlisted in the Royal Air Squadron 
and was in active service on the French 
and Belgian fronts. He held the rank 
of a first lieutenant at the time of his 
discharge. 

“Thompson Stewart, who joined the 
Aetna forces in November, 1917, as a 
special marine accountant, has been ap- 
pointed office manager of the marine 
office. He came to the Aetna from the 
First National Insurance Company of 
Washington. 

“A. G. Poeller has received the ap- 
pointment of agency manager. He was 
formerly with Chubb & Son.” 





AUTO ARRANGEMENT MADE 


The Thames & Mersey Marine has 
placed its automobile department with 
President Reid, of the Globe Indemnity, 
who will conduct it as a separate de 
partment of his company. The Thames 
& Mersey has been writing marine it 
surance in this country and is owned 
by the Liverpool & London & Globe. F. 
H. Cauty, United. States manager and 
attorney for ‘the Thames & Mersey, Will 
continue to manage the marine business 
of the company. 





The Automobile Underwriters’ Detec 
tive Bureau reports that it has recov 
ered 130 cars in six months. 
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Explains American 
Bureau of Shipping 


COMMANDER TAYLOR’S' TALK 





Tells Marine Insurance Investigation 
Committee Why it is Independent 
of Lloyds Register 





Commander Stevenson Taylor, presi- 
dent of the American Bureau of Ship- 
ping, in his statement before the com- 
mittee of Congress aandling marine 
insurance matters, said that while he 
was not an insurance man he had had 
one or two experiences placing insur- 
ance which might be of value to the 
committee. He said that he had been 
responsible for the construction of a 
number of large steamers, and had 
placed construction insurance on ves- 
sels valued from $1,000,000 to $2,000,000. 
That was for the purpose of insuring 
the contractor while the ship was be- 
ing constructed. Those policies were 
made out in the name of the contrac- 
tors, but the loss if any was payable to 
the steamship company as their inter- 
est may appear. They were protected 
on their advance payments. 

“At that time nearly all of that in- 
surance was placed in England,” he 
said. “On one vessel, insured at $1,- 
250,000, I tried to give it all to Ameri- 
can companies. and we succeeded in 
placing $250.000, or $300,000 in twenty- 
five different American companies. An- 
other $250,000 was placed with Lloyds, 
and the balance of it was placed with 
English companies. In the last three 
years the facilities for placing Ameri- 
can insurance in American companies 
has very largely increased. For in- 
stance, I talked with a member of the 
firm of Bryce Bros, on this subject the 
other day, and he said that several 
years ago they had twenty-two places 
where they could apply for that insur- 
ance, and now they have one hundred 
and six places.” 


The American Bureau of Shipping 

In connection with the bureau of 
which he is the president. Commander 
Taylor said: The American Bureau of 
Shipping was originally the American 
Shipmasters’ Association, the idea be- 
ing to keep track of shipmasters more 
than a register of the vessels them- 
selves. The association was org?nized 
in 1862. Later, it was changed and 
established as a register on the line 
of Lloyds Register. For many years 
it was 2 child, so to speak, of the At- 
lantic Mutual Insurance Co. In con- 
sequence of that fact it did not grow, 
because all other underwriters took no 
interest in it because they felt that it 
had no interest in them. 


Attempts were made in 1913 and at 
two different times in 1915 to combine 
the American Bureau of Shipping and 
the British Lloyds Register. One or 
two of the members thought that if 
the consolidation was effected, that the 
American committee which would be 
appointed to represent Lloyds could 
take up any plans of American ships if 
they were passed by the American com- 
mittee, and the ships could be insured 
in Lloyds. Others did not understand 
it that way; they were of the opinion 
that the plans would have to go to 
London. 

“I asked Mr. Scott, the secretary, 
who was in this country at the time 
to meet with our reorganization com- 
mittee, this question,” continued Com- 
mander Taylor. 

“Suppose an Americen naval archi- 
tect designs a new stvle ship and your 
American committee, formed under this 
coalition, passed the plans for that ship, 
will Llovds in London accept the de- 
cision of the American committee or 
will the plans have to go to London?” 
To this Mr. Scott responded: “All the 
Plans would have to go to London. 

The reorganization committee of the 
American Bureau of Shipping decided at 


once that there would be no use of 
joining with Lloyds. 
Has 185 Experts in Surveyors’ 
Department 


“On March 1, 1916, the American Bu- 
reau of Shipping had five exclusive sur- 
veyors. It had a list of non-exclusive 
surveyors throughout the United States 
and in other parts of the world. At 
the present time we have at least 185 
technical men in our surveyors depart- 
ment. When we commenced in March, 
1916, the American Bureau of Shipping 
had only 8 per cent of the American 
built vessels, and Lloyds had practi- 
cally 92 per cent. There may have 
been a few in the bureau Veritas. At 
the end of 1916, we had 22 per cent. 
Now, we have 68 per cent and Lloyds 
32 per cent, The American Bureau of 
Shipping is growing. and growing bet- 
ter all the time. There is no money 
interest controlling it. The original 
charter granted by the State of New 
York is still being used. Everything 
we have is being used for the develop- 
ment of American shipping absolutely. 

“The American Bureau of Shipping 
can, at the proper time render the 
same service to the American. Merchant 
Marine, heretofore secured from 
Lloyds Register. I have heard it said 
that the underwriters control Lloyds 
Register. I do not know whether that 
is so. This I am sure of, they work 
together for the advantage of British 
commerce, so I believe the underwrit- 
ers in the American Bureau of Ship- 
ping, or if thev fail, some other Ameri- 
can classification society, must work 
together for the herefit of the Ameri- 
can merchant marine.” 


Strong for Legal Load Line 


Asked by Chairman Lehlbach if he 
had any suggestions with regard to 
legislation which would be helpful to- 
wards the development. growth and ex- 
pansion of the American Bureau of 
Shipping, Commander Taylor an- 
swered: 

“There is only one thing which I 
think must be done. and thet is! the 
establishment in this country of the 
legal load line. We must have a law 
passed which will compel every sea- 
going vessel to have a load line. It 
seems to me that for all trans-oceanic 
service, there must be one system es- 
tablished for a load line, ‘and for our 
coast service, our *ulf service. our lake 
service, and our Pacific coast service 
another, because each of these services 
are entirely different from the others. 
The new load line must be more strin- 
gent than the old line. The time is 
coming when we must have a load line 
established by the American Burew 
of Shipping. 

“Objection to the load line program 
arises mostly from the coastwise steam- 
ers, both on the Atlantic and Pacific 
coasts, because they are short runs and 
their cargoes are loaded in certain 
ways; they are loaded sideways. which 
is not allowable in trans-Atlantic serv- 
ice. The particular advantage of estab- 
lishing a load line is found wherein it 
prevents unscrunulous owners from 
overloading a ship and endangering 
the ship and cargo. The origin*] idea 
came from a desire to vrevent Ioss of 
crews through overloading ships.” 

Commander Taylor said he thought 
it would be imnossible. because of the 
variable character of the question, to 
pass legislation and leave it to some 
branch or department of government 
to establish a load line. or get up a bill 
saying just what the load line should 
be. Continuing, Commander Taylor 
said: 

“You could determine the rules upon 
which the load line was to be made. 
and then you could assign the Ameri- 
can Bureau of Shipping as the legal 
authority to mark the ships. This leg- 
islation would not be affected by future 
developments.” 





Herman E. Becker, assistant treas- 
urer of the North Branch-City-Pitts- 
burgh group, on September 1 will go 
with the Western Insurance Company. 
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“A matter that greatly concerns un- 
derwriters is the present diverse prac- 
tice which obtains in different coun- 
tries with regard to the liabilities of 
shipowners and their power to make a 
contract by which they are relieved of 
them. In America the Harter act pro- 
hibits such a contract altogether. In 
this country owners apparently have a 
free hand to make the best terms pos- 
sible. The French conditions appear to 
be less well defined, as will be seen 
from a case recently heard before the 
Havre Tribunal of Commerce. The case 
relates to a shipment of crayfish in tins, 
carried by the steamer. ‘Kelvinside’ 
from London to Havre. On arrival 
some 300 tins were found to be missing, 
and the warden of the port attributed 
the loss to pilferage, although the cases 
had been damaged by the handling they 
had received. The consignee sued the 
owners of the vessel for the loss, and 
gained the day, although the bill of 
lading contained the following clause: 
‘Ship not responsible for marks and 
numbers. In the event of goods turning 
out with marks and/or numbers dif- 
ferent from those stated herein, the 
consignee is to take delivery in fulfill- 
ment of this bill of lading. Carried en- 
tirely at shipowner’s risk. Ship not ac- 
countable for the number of tins in 
cases.” 

“Now one of the contentions of the 
owners in support of their defence was 
that the goods were insured against 
theft, and that the consignee should 
first of all have made a claim on his 
underwriters. The tribunal, however, 
decided that the agreement made be- 
tween shipowners and shippers was 
binding upon them alone, and that no 
third party could receive prejudice or 
profit unless it were so provided in the 
contract. Further, it was held that the 
contract between shipowner and shipper 
was absolutely distinct from the policy 
of insurance, and that the shipowner 
could not avail himself of an agreement 
between the consignee and his under- 
writers to evade payment of an indem- 
nity for which he was_ responsible, 
which is good news for underwriters.” 

“The American papers are still harp- 
ing on their pet scheme for the abolition 
of general average, and our contempo- 
rary “Nauticus” seizes on a recent case 
in which the average adjusters returned 
half their fees to underwriters, owing 
to the large amount which the fees to- 
taled being greater than the adjusters 
considered a reasonable remuneration. 
This generous action has been taken as 
an admission that all adjusters’ fees 
are too high, or that ‘it is conclusive 
that the whole system of adjusting is 
wrong, and the incident as reported 
cannot be viewed otherwise than afford- 
ing evidence of the obsolescence of 
general average-adjusting methods, as 
practised nowadays.’ 

“A little further on, the writer ac- 
knowledges that the system is sound in 
principle, but that its application, es- 
pecially in American practice, has be- 
come a nuisance to underwriters, and 
he refers to adjustments drawn by ama- 
teurs, which are only fit for the waste 
paper basket but which underwriters 
accept rather than make further trouble 
by resisting. 

“This latter part explains a lot. We 
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in England do not accept adjustments 
drawn by amateurs. The profession of 
average-adjusting is controlled as 
strictly as either branch of the law or 
medicine. There is, of course, no 
means of preventing an amateur set- 
ting up in business as an adjuster, but, 
even if he could get an insured person 
to give him business, underwriters 
would not accept his statement nor pay 
his fees. As to letting mistakes in ad- 
justments pass, this too is not done in 
this country. Our leading claim settlers 
are well acquainted with the law and 
practice of general average, and if they 
do not agree with any part of an ad- 
justment presented to them, the matter 
is referred back to the adjusters. This 
is not a frequent occurrence, but when 
a case arises it is invariably settled 
without difficulty, and it would be diffi- 
cult to find a case in which legal action 
had to be taken to settle a disputed 
point. 

“The American trouble, then, would 
seem to be that in that country the busi- 
ness of adjusting is left to look after 
itself, and statements are drawn by 
whosoever has a fancy for the work 
and can obtain a job. It is useles= to 
rail against the eminently just practice 
of general average when so adminis- 
tered. One might equally well condemn 
any legal system which was left to lay- 
men for interpretation.”—From “The 
Policyholder.” 





ASKING FOR MARINE RATES 





Firms Doing Business With Germans 
Seek Quotations; South American 
Trade Not Brisk 





New York marine insurance brokers 
say that many business houses that 
were engaged in exporting and import- 
ing business ‘with Germany before the 
war are preparing to enter that field 
again. Brokers report they have re- 
ceived many inquiries from firms en- 
gaged in this business for rates to and 
from Germany. The marine insurance 
market remains firm, in spite of tne 
*-ct that there is plenty of competition. 
The brokers report that South Ameri- 
can business shows some slight im- 
vrovement, but the situation as a whole 
vemains unchanged, indicating that a 
renerel resumption of trade has not 
yet taken place. 





GETS LEGION OF HONOR 


Charles R. Page has been made a 
Chevalier of the Legion of Honor by 
the French Government for exceptional 
services rendered by him while a mem- 
ber of the United States Shipping 
Board. Mr. Page before his appoint- 
ment to the Shipping Board had been 
general auditor of the Firemen’s Fund. 





F. R. WEBB A DIRECTOR 
F. R. Webb, well known to American 
marine insurance men, has_ been 
“lected a director of Sedgwick, Collins 
& Co., Ltd., London. He has handled 
the American department of that com- 
pany for many years. 





The Liberty Fire, of St. Louis, has 
County Board of Fire Underwriters. 
applied for admittance to the Allegheny 
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WADE ROBINSON & CO., inc. 


MANAGERS 


Merchant Marine House New York City 
South William and Beaver Streets 
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Cable Address “LaBoyt” Established 1900 


LA BOYTEAUX & CO., Inc. 


82 BEAVER ST. Jnsurance Brokers NEW YORK 


Act as representatives of the insured in all matters pertaining to the 
placing of insurance and collection of losses. The service offered 
is efficient, trustworthy and prompt. We invite submission 
of your problems as well as your orders. 











HERE YOU FIND— 


—managers of departments who have been in the in- 
surance business all their business lives. 


broker. 


—officers and managers of departments who lay 
emphasis on personal service and who co-operate 


| 
| 
—men who know insurance and the problems of the | 
| 
with you in every way. | 
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CASUALTY AND SURETY NEWS 





Travelers’ Aero 
Insurance Experience 





FAIR PREMIUM VOLUME SO FAR 





Dirigible Balloons Not Insured; Inci- 
dents About Property Damage 
Claims; Three Death Claims 





The announcement made by the Trav- 
elers Companies sometime ago, that it 
would enter the aircraft field, has re- 
sulted in a reasonable premium return, 
and a large amount of valuable experi- 
ence. 

Among the risks covered are manu- 
facturers and sales agencies, for dem- 
onstrating and testing; merchants for 
deliveries; transportation companies, 
for short passenger flights; and indi- 
viduals, for pleasure purposes. No 
long distance flying has been under- 
taken for insurance, as aircraft, suit- 
able for that work are not yet available 
to the public in any considerable num- 
ber. The companies have. from the 
beginning, declined dirigible balloons 
when charged with explosive gas as 
fundamentally uninsurable. The disas- 
ters in Chicago and Texas confirm the 
previous opinion of the companies. As 
the cost of helium gas is practically 
prohibitive, no risk of that character 
has been offered. 

How Claims Run 


A number of claims have already 
come in; several of which are for prop- 
erty damage. There have been three 
death claims, two of which are under 
the compensation laws. One pilot was 
killed under rather peculiar circum- 
stances. A man, recently discharged 
from the Royal Aerial Force, applied 
to a transportation company for a po 
sition as a pilot. He was sent aloft 
in a dual control machine, with an old 
experienced flyer, on a test hop. Dur- 
ing the flight the new man took the 
stick and through some _ accident, 
crashed the machine to earth. The ex- 
perienced pilot was killed, while the 
new man escaned unhurt. Just a few 
weeks before, the victim of this acci- 
dent was in a crash where he, as @ 
pilot escaped unhurt, but where his 
passenger was killed. 

One claim for property damage was 
presented by a golf club for turf torn 
up when a machine made a bad land- 
ing. In another case a plane was forced 
to descend in a farmer’s field. Another 
plane went to its assistance, and quite 
a crowd gathered. Later the farmer 
entered suit for damages done to his 
standing grain by the crowd and for a 
piece of fencing demolished by one of 
the machines in either landing or tak- 
ing off. This claim was settled out of 
court; the farmer was given a ride in 
one of the planes responsible for the 
damage and he allowed that he was 
satisfied. 

Danger to Non-Flying Public 


The Chicago and Texas blimp disas- 
ters have demonstrated the danger to 
the non-flying public that an airship 
Dresents. It plainly shows that public 
liability and property damage are quite 
as essential in airplane coverage as 
compensation on the crew of the ma- 
chine. 

Legal regulations prohibiting flights 
over cities, prescribing suitably equip- 
ped and located landing fields and pro- 
viding for frequent and careful exami- 
nation of pilots as to their physical, 
mental and moral fitness, limiting l- 
censes to those who are found fit, as 
well as a larger and more dependable 
supply of modern aircraft designed for 
commercial and private use rather than 
for combat or pure training for combat 
are some of the essentials which must 
be realized hefore casualty insurance 
upon aircraft cao be established on a 
sound business basis, peaking 


Fly Wheel Rates 
Reduced By Half 


ALSO DOUBLED ON BIG RISKS 








Many Changes in New Schedule Which 
Will Be Effective 
September 1 





Flywheel insurance rate factors have 
been revised downward, it having been 
decided that the present rates are too 
high on renewals. This revision makes 
a reduction of much over 100 per cent 
on the smaller sizes and up to the 
neighborhood of $50,000 insurance on a 
single accident. Above that figure the 
rates have been materially increased, 
the advances reaching 100 per cent in 
some cases. As there are few cover- 
ages over $50,000 the increases in rate 
factor will not materially affect much 
of the business but the ordinary risk 
will benefit by substantial reductions, 

The new rates effective September 1 
are as shown in the following table: 

Wheel Rate Factor Table 
Per Foot of Wheel Diameter 


o ” ws $ «eo * 
ce > ms > S$ BP Fe SES 
ag = ts £ P &e Sachs 
fe os «8S S.6 SSveuses 
Be £6 £8 £85 RSSa ces 

B Cc D E ¥F 
$ 1,000 $1.05 $1.15 $1.20 $1.30 $0.02 
2,000 110 1.20 1.25 1.35 02 
3,000 1.15 1.25 1.30 1.40 .02 
4,000 1.20 1.30 1.35 1.45 .02 
5,000 1.25 1.35 1.40 1,50 .02 
10.000 1.50 1.60 1.65 1.75 .03 
15,000 1.75 1.85 1.90 2.00 .03 
20,000 2.00 2.10 2.15 2.35 .04 
25,000 2.25 2.35 240 2.50 .04 
30,000 2.50 2.60 2.65 2.75 .05 
35,000 2.75 2.85 2.90 3.00 .05 
40,000 3.00 3.10 3.15 3.25 .06 
45,000 3.25 3.35 3.40 350 .06 
50,000 3.50 3.60 3.65 3.75 .07 
55,000 3.75 3.85 3.90 4.00 .07 
60,000 4,00 4.10 4.15 4.25 .08 
65,000 4.25 435 4.40 450 .08 
70.000 4.50 4.60 4.65 4.75 .09 
75,000 4.75 4.85 4.90 5.00 .09 
80.000 5.00 5.10 5.15 5.25 10 
85.000 5.25 5.35 540 5.50 10 
90.000 5.50 5.60 5.65 5.75 11 
95,000 5.75 5.85 5.90 6.00 ab 
100.000 6.00 610 6.15 6.25 Bs 
Each add’l 


$5,000 = .25 .25 .25 25 .00 


In addition to the reduction per 
month for part time or suspension ob- 
tained from column F, a further re- 
duction shall be made of 40 cents for 
each full calendar month of suspension 
for each engine for which a charge of 
$20 has been made in accordance with 
Manual rules for computing continu- 
oN onthe. table i 

ote—This table is carried 
$150,000 limit per accident. ables 








broadly, the future of the aircraft is in 
the hands of the pilots. An unfit pilot 
will speedily wreck the most perfect 
aircraft which can be made and scatter 
disaster broadcast among the innocent 
and unsuspecting. 
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Opinion Divided 
As to Liability 


AUTO LOSSES DUE TO STRIKE 








Numerous Claims Expected as Result 
of Subway Tie-up; Carrying 
Passengers Freely 





AW sorts of violations of the auto- 
mobile liability, property damage and 
collision policy forms have resulted 
from the subway strike in New York. 
Thousands of car owners in New York 
and nearby states, who could give their 
time to carrying passengers at fancy 
prices did so. Opinion is divided in 
William Street as to how claims aris- 
ing while cars are thus used in viola- 
tion of the terms of the policy shall be 
met. Many company men say they will 
stand on their rights and refuse to pay 
except where the passengers are em- 
ployes of the party owning or controll- 
ing the use of the car or truck. 

Just what to do with cases where a 
car owner carried men or women as 
passengers, but did it for nothing and 
out of the goodness of his heart to re- 
lieve an emergency, is more difficult to 
decide. It is thought that many claims 
will be settled according to the exi- 
gencies of the individual case. Some 
managers say they will not pay claims 
where a trucker carried his company’s 
employes and mixed in with them a 
number of outsiders from whom he 
collected fares. Another manager is 
certain that his company will pay all 
claims regardless. He takes the view 
that this is an emergency and that to 
fight these claims only makes the pub- 
lic “sore” on the insurance companies 
as a whole. He does not expect any 
large influx of claims, however. Dur- 
ing the Brooklyn strike one could wit- 
ness half a dozen accidents or see that 
number of damaged cars during a two 
hours’ ride. 





WILL WRITE ENGINE INSURANCE 

The Ocean Accident has circularized 
its agents on the possibilities of writ- 
ing engine insurance, a line the com- 
pany has long written in England but 
not in this country. 
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Agent in Casualty Lines, 
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Big Contractors to 
Save Brokerage 


REACH 





PREMIUMS MILLIONS 





Surety and Liability Men Joint Man- 
agers; Prominent Construction Men 
Behind Project 





Luther E. Mackall, D. Clinton Mackey 
and an experienced liability insurance 
man, whose name has not been made 
public, will be joint managers of the 
newly organized Contractors Service 
Corporation, 5 Nassau Street, New 
York. This plan was announced in The 
Eastern Underwriter July 25. 

The Service Corporation will act as 
agent and broker in effecting surety 
and casualty insurance for the members 
of the Associated General Con- 
tractors of America and will seek to 
establish rates, forms and practices 
which will be more to the liking of the 
contractors than those now in use. The 
organization of the Service Corporation 
is evidently prompted by a belief that 
the contractors are paying too much for 
their surety and casualty insurance. 
The savings it is hoped to effect by this 
arrangement will go to the contractors 
association as dividends on the stock of 
the Service Corporation. The conten- 
tion of those behind this project is that 
the surety bond rates for the class of 
men in the contractors’ association are 
entirely too high. 

Controlled by Contractors 

Mr. Mackall is a vice-president of the 
National Surety and Mr. Mackey is an 
old-time surety man, representing the 
National Surety as New York city ag- 
ent, at 5 Nassau Street, which will be 
the headquarters of the Service Cor- 
poration. 

The officers of the Corporation are all 
members of the Associated General 
Contractors of America, which has sev- 
eral hundred members distributed 
throughout the country, among whom 
are many of the most prominent men 
in that business. Their insurance pre- 
miums run into millions of dollars an- 
nually. 

The capital stock of the Service Cor- 
poration is controlled by the Associated 
General Contractors of America. In- 
corporation was effected in Delaware. 
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Insurance Golfers: Your Atten- 


tion, Please! 


Possibilities of golf to bring insur- 
ance men together have only been 
touched upon. To use the old familiar 
phrase so well worked in the casualty 
‘business: “The surface has only been 
scratched.” So far the only use New 
York insurance men have made of golf 
as an aid to fraternity and sociability 
is to hold a few tournaments through- 
out the year. These are generally con- 
fined to the membership of insurance or- 
ganizations. It would seem as though 
there might be more matches arranged 
between fire and casualty men, or be- 
tween offices, or between office men and 
brokers. Possibly, a challenge tossed 
out would find acceptance sooner than 
expected by some of the William Street- 
ers who yearn for new fields to conquer. 

Now, there’s a likely bunch of club 
swingers in the Aetna Life office, for in- 
stance, and there’s another array of 
talent in the Home office on Cedar 
Street. 

And that brings to mind that for years 
the Home has been looked upon with 
suspicion in the casualty offices as a 
possible entrant of ‘the casualty field, 
with a company of its own. Maybe, if 
the Home’s field of golfing secretaries 
and other officers could meet the Aetna 
Life men at the tee they would get 
ideas about the casualty business that 
would determine the Home’s policy but 
that’s bringing vulgar business talk 
into a strictly sporting event. This 
Aetna golf material is pretty good. 
There’s Arthur Murray, almost a champ. 
BE. H. Morrill is an 80 man. “Bub” 
Smith and O. W. Gott, of the bond de- 
partment, play in the early 90’s, as 
does also J. Harvey Patterson, of the 
Automobile Insurance Co. 

In the Home’s office Buswell, Ludlum, 
Tyner, Kurth and Clarke are familiar 
figures on the links. Two of the foreign 
managers are among the best of the 
golfing crew: C. F. Shallcross, of the 
Royal; and Hugh R. Loudon, of the 
Liverpool & London & Globe. J. A. 
Kelsey, of the Tokio, is also an oppon- 
ent not to be despised. Clint Meserole, 
of the Pacific and Bankers & Shippers, 
puts up a stiff game, as does R. P. 
Barbour, of the North British. Of 
course, Oswald Kirkby and Max Mars- 
ton are two of the best of the golfers, 
and about the only insurance men 
whose scores figure frequently in the 
daily vaper sporting columns. 

Getting back to the casualty outfit, 
Grahame and Hollingsworth, of the 
Globe; and Harrison, of the Massachu- 
setts B. & L, are just a few of the lads 
who can be counted upon. 

And, of course, there would be the 
“banquet” following the tournaments. 
These affairs, to be sure, are not such 
festive occasions as before the days of 
the great drouth; still, it is not yet a 
criminal offense in this state or in 
Jersey to tote a little private stock to 
the food board. 

ok a ” 
Getting Chesty 

This week the insurance people who 
reside in Brooklyn are less apologetic 
in their manner when, in answer to 
questions regarding subway strike diffi- 
culties, they make their place of abode 
known. In fact they rather perk up, 
smile and look proud of it. 

*- * *& 
To Be Comfortable, $3 

Insurance men, like other New York- 
ers, got down town Monday any way 
they could. One young woman paid $2 


Fire 
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to ride from the Bronx in a seven pas- 
senger car in which there were ten per- 


sons. Some of the car owners who 
had entered the transportation business 
advertised to carry passengers from the 
Bronx to Wall Street “comfortably” for 
$3. Not until noon did many office 
forces become normal. 
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Took Insurance Man’s Car 
J. B. Clarke, of the liability depart- 
ment of the Aetna Life at 100 William 
Street, just purchased a Buick only to 
have it stolen. So far it has not been 
located. 
eo ok * 
Maryland Traveled by Truck 
At 4.30 o’clock Monday one of the 
big sight seeing buses seating 35 per- 
sons was outside Eighty Maiden 
Lane ready to take a load of office men 
and women uptown. The Maryland 
Casualty office force went uptown in a 
body Monday afternoon, having en- 
gaged a big truck from one of the com- 
pany’s assured in Brooklyn. 
a * 7 


Waiting for Forms 
Casualty companies about to enter 
the burglary business are waiting for 
the new forms and rates .now under 
discussion by the Burglary Underwrit- 
ers’ Association. 





AETNA LIFE PROMOTIONS 


Charles V. Hunsaker and Charles G. 
Hallowell have been appointed assist- 
ant superintendents of agencies by the 
Aetna Companies. Mr. Hunsaker will 
continue to devote his time largely to 
agency matters in the field and Mr. 
Hallowell will be engaged chiefly in 
looking after agency matters at the 
Home Office. Mr. Hunsaker has been 
executive special agent for a number 
of years and Mr. Hallowell was for 
several years manager at Lansing, 
Mich.,, and more recently at New Or- 
leans. 





MADE EXECUTIVE SPECIALS 


The following special home office rep- . 


resentatives of the Aetna Companies 
have been appointed executive special 
agents: John J. Heelan, supervising 
the development of liability and com- 
pensation lines; Franklin Davies, super- 
vising miscellaneous casualty lines; 
William M. Mulheron, Logan Bidle and 
Benjamin H. Ooley, supervising and 
developing accident and health lines. 








NORTHERN ASSURANCE 





Waiting for Word From London as to 
Policy With Regard 
to Casualty 





The Northern Assurance, which, like 
some other English fire companies, has 
been considering the advisability of 
entering the casualty business, has not 
yet come to a decision. The United 
States branch is marking time until 
word shall have been received from 
its London manager who was in this 
country for some time and who looked 
well over the field. 


RATES UP IN 45 STATES 
Plate glass insurance rates are being 
advanced in 45 states, the increases 
ranging from 10 to 331/3 per cent. 
Chicago rates are also getting a boost 
and the rates in certain cities are being 
adjusted individually. 


BOND COMPETITION EXPECTED 

Lloyds’, London, is getting ready to 
go the American companies one better 
on a blanket fidelity bond. Apparently 
what the American companies have 
done in this line has only had the ef- 
fect of making Lloyd’s more deter- 
mined than ever to get that business. 
Lloyds’ is saying in effect: “As long 
as the American companies say in their 
form that they will do certain things, 
which they do not do, we will specify 
and do those things, and more besides.” 











GENERAL ACCIDENT TO MEET 

The General Accident will hold its 
-fency convention in Atlantic City in 
September commemorating the com- 
pany’s entry to the United States. 





CREDIT ON NEW BASIS 
The London Guarantee & Accident 
has placed credit insurance writing on 
a new basis, with five classes, and new 
rates for each class. The average in- 
crease in rate is about ten per cent, but 
some rates have been reduced. 





CLAIM INVOLVING 15 PERSONS 

During the Brooklyn railway strike the 
Aetna Life got an automobile claim in- 
volving one death and 14 persons in- 
jured. Most of the injuries are believed 
to be slight. The injured were em- 
oo of the company owning the 
ruck. 





NO INCREASE NOW 
The Commercial Casualty does not 
contemplate increasing its health and 
accident rates at present. Whether or 
not an increase shall be made at the 
year-end has not been decided. 


GETTING GLASS COMPANY READY 

The plate glass business in Massa- 
chusetts last year shows $420,000 prem- 
iums and $183,000 losses. The company 
forming in Boston to write plate glass 
insurance exclusively is going ahead 
with its organization. -None of those 
identified with it except Mr. Emens, 
who is to do the underwriting, have 
yet been identified as being in the in- 
surance business. 


ae 














J. L. MAUTNER 





J. L. MAUTNER AGENCY 


A. J. HESS 














—_ 





1 Liberty St. 
NEW YORK 
Phone John 1570-3972 





Complete Automobile Coverage 
All Casualty Lines 











127 Wheaton PI. 


RUTHERFORD, N. J. 
Phone Rutherford 1345 





Internal Combustion 
Engine Rates Made 


MACHINERY BREAKAGE LINE 





Part of New Steam Boiler and Fly 
Wheel Manual Ready 
September 1 





A cylinder rate table for internal 
combustion engines has been prepared 
for use in connection with writing ma- 
chinery breakage insurance. This table 
will be part of the new Steam Boiler 
and Engine Manual, no previous rates 
of this kind having been promulgated. 

The internal combustion engine table 
gives the three year rates for a policy 
bearing the standard internal combus- 
tion engine endorsement which must 
specifically exclude liability for the re. 
placement or renewal of ignition tubes, 
spark plugs or other igniting apparatus, 
vaporizers and rubber parts of gas 
bags. 

For oil engines of the Diesel type the 
cylinder rates shall be double the rates 
shown in the table for the correspond- 
ing diameters. 

To determine the rates for a double 
acting internal combustion engine of 
any type, assume a single acting en- 
gine of the same type but twice the 
number of cylinders; then compute the 
rate in the regular way for the as. 
sumed engine. 

Combustion Endorsement 

The standard internal combustion 
engine endorsement shall be substan- 
tially as follows: 

“It is hereby understood and agreed 
that the replacement or renewal of igni- 
tion tubes, spark plugs or other igniting 
apparatus, or the vaporizer, or the rub- 
ber part of a gas bag shall not con- 
stitute a loss insured against under 
this policy.” 

Foilowing is the cylinder rate table 
for internal combustion engines: 

Cylinder Rate Table 


3 my s s y 
=v LES Ons 
So = BR BRO sks 
ES is Sas eM 3 
ad fof mS $ PR 
A B Cc F 
6 or less $38.50 $1.00 $ .77 
8 50.40 2.80 1.00 
10 62.70 5.40 1,25 
il 81.80 9.60 1.63 
12 100.90 13.80 2.01 
13 120.00 18.00 2.40 
14 139.10 22.20 2.78 
15 158.20 26.40 3.16 
16 177,30 30.60 3.54 
17 196.40 34.80 3.92 
18 215.50 39.00 4.30 
19 234.60 43.20 4.68 
20 253.70 47.40 5.06 
21 272.70 51.40 5.44 
22 291.70 55.40 5.82 
23 310.70 59.40 6.20 
24 329.70 63.40 6.58 
25 348.70 67.40 6.96 
26 367.70 71.40 7.34 
27 386.70 75.40 7.72 
28 405.70 79.40 8.10 
29 424 70 83.40 8.48 
30 443.70 87.40 8.86 
Each additional 
inch of dia. 19.00 4.00 .38 


If the diameter of any cylinder ex: 
ceeds by one-half inch or more an exact 
number of inches, such cylinder shall 
be rated as of the next higher diameter 
shown by the table. 

The reduction for part time or sus 
pension for that portion of the premium 
determined from this cylinder rate 
table, is to be applied only once on each 
engine and based on the diameter of 4 
gas cylinder. 


TO CONFER ON BURGLARY 
The Burglary Association and the it 
surance committee of the Bankers As 
sociation will hold a meeting in Atlantic 
City in September. 

















SE ee 







SRS 





eiphgs 

























ee ee ee 6b Oo oe e o8 Oo oe oe em ok ee ee ee le 








Month per Engine 
for Part-Time or 


Suspension 


8.48 
8.86 


.38 
pr ex: 

exact 

shall 
meter 





August 22, 1919 











instinct is 
strong in the human being 
and the accident business 


The gambling 
Taking 
A40to1 
Shot has its gambling side. The 
National Casualty refers to 
that feature of the business in this way: 
“The Willard-Dempsey fight showed 
us at least two things. First, that the 
American public is willing to pay big 
prices, and, second, that they are will- 
ing to accept odds and back a losing 
chance. The public pays its money for 
what it fancies, and it depends upon 
the quality and effort of the salesman, 
whether the public pays top prices or 
less. Tex Rickard is a salesman. P. T. 
Barnum was of the same school, al- 
though he graduated many years ahead 
of Rickard. Willard and Dempsey were 
sold to the crowd at fancy prices. Ten 
dollars a minute is what the front row 
paid, and most of them were satisfied. 
You can sell anything if you try and 
the high priced goods seem easiest to 
place. Put out your best policies, for 
all the protection each man should have 
and land them for big premiums. The 
bigger your sales, the more certain they 
are to stick. When it comes to the 
gambling side of the transaction, they 
are not betting on some one else. Cir- 
cumstances and fate are in the ring and 
fate fights for or against them. Every 
minute is full of possibilities. Every- 
thing, everywhere and all the time, go 
to make up the multitude of chances or 
odds that every policyholder will get 
caught. They like to gamble. Very 
well, we offer them about 40 to 1. 
Those ought to be satisfactory odds. A 
long shot is usually worth playing on 
the chance that you may win. Forty 
to one ought to attract any one. In 
these days of high wages, every man 
can easily afford one per cent of his 
wages. One per cent of six dollars is 
six cents. For six cents a day, you can 
offer fifty dollars to sixty dollars per 
month. That will figure about forty to 
one. Put it up to them as a speculation 
that they cannot pass by. Six cents a 
day. No argument. They can all af- 
ford to make the gamble. It is not a 
gamble with us because the law of av- 
erage controls and every thousand in- 
sured will bring about the same results. 
It is a gamble with them. They bet us 
one to forty they will not be disabled. 
We take the bet. ‘ 
~ 


*. * 
H. F. Howard, of the 
An Massachusetts Bond- 


Understand- ing, made a 33 per 
able “14 Points” cent gain in collec- 
tions in the first six 
months of this year. He knows some- 
thing about successful insurance writing 
and he tells it to his fellow agents in 
what he calls his fourteen points, 
which are: 

1. Know your Manual. Study the in- 
structions from beginning to end so that 
you will realize just how much trust 
and confidence the company places in 
you when it authorizes you to act as its 
representative. 

2. Specialize on one form of policy. 
Know it frong beginning to end so that 
no prospect can ask you a question 
which you are not prepared to answer. 
es so favorably impresses the pros- 

ct. 

3. Have confidence in your company 
and yourself. Know that you have 
something which your prospect needs 
and wants. Without this confidence, 
which will grow as you gain experience, 
you will never make a success of the 
Insurance business. 

4. Never deceive a prospect either by 
What you say or what you fail to ex- 
Plain. Don’t let him retain the impres- 
Sion that his policy provides a natural 
death benefit or that he will receive ben- 
efits for the first week of sickness if he 
is buying only a “regular” policy. Noth- 
ing will so quickly stop your progress as 

form of deceit. 


5. Don’t quit at the first objection 
offered by a prospect. Remember that 
you must first obtain his attention and 
arouse his interest, then make him de- 
sire the protection and favorable action 
will soon follow. 

6. Keep “quality” foremost in writing 
business. Write as much quality busi- 
ness as possible; but don’t sacrifice 
“quality” for quantity. Remember that 
the company is in the business to col- 
lect premiums—not applications and 
don’t swell its “library” with a lot of 
“apps” which do not renew. 

7. Remember always, that you have 
two parties to whom you must do jus- 
tice, the prospect and the company. 

8. Never write an application without 
getting the money. Size up your pros- 
pect; if you think he is able to pay an 
annual premium try to sell him on that 
basis. In any event, make him pay 
something when you write the bus3i- 
ness. 

9. Solicit only men who have perma- 
nent positions—who are able to pay 
and whom you think will pay their pre- 
miums. Remember that “the business 
that stays is the business that pays.” 

10. Don’t get discouraged. There is 
no such thing as failure in the insur- 
ance business for the man who is deter- 
mined to succeed. 

11. If a disagreement arises over the 
settlement of a claim, remember that 
the policyholder is not always right. 
Some do not understand their policies, 
a few are just naturally unreasonable. 
You will lose nothing by standing up 
for what is right both to the policyhold- 
ers and the company. 

12. Plan your work—whether you are 
devoting your full time or only spare 
time to writing insurance. Make every 
minute that you put into the business 
count. You can only do this by know- 
ing each day just where you are going 
and what you are going to do. 

13. Work. If you cannot convince a 
man that he should carry insurance 
within a reasonable length of time, 
don’t waste your time and his by con- 
versing on some foreign subject. Look 
for the next prospect on your list. 

14. Be courteous; nothing helps you 
more or costs you less. A small favor 
rendered one of your policyholders may 
some day bring you a large amount of 
business. 

Follow these suggestions and your 
success in the insurance business is as- 
sured. 

* * * 

In “Stern Facts,” issued by 

Examining Alva E. Stern, one of the 
an most successful writers of 
Unbeliever disability insurance for the 
Fidelity & Casualty in New 

York, throws out these suggestions to 
the man who does not believe in income 
protection: “The business of income 
protection goes the usual life insurance 
contract one better. It insures your in- 
surance. It grants protection that pro- 
tects. If you are one of the men who 
do not believe in insurance, ask the 
most successful man in your line of 
business or profession if he believes in 
it. And before you ask him, don’t tell 
him that you don’t believe in it. Go to 
the president of your bank and tell him 
that you don’t believe in life insurance, 
and then ask if he will grant you a 
loan. Get up on a street corner and 
tell a crowd that you don’t believe in 
the United States insuring the lives of 
our fighting men—then see if your 
opinion is in the majority or minority.” 





MUST PAY FOR STRIKE ASSAULT 

In the compensation case of Romano 
vs. Siff Brothers, recently decided, the 
claimant was working in a shop where 
other employes were out on strike. The 
employer accompanied him home to 
protect him from assault by the strik- 
ers, but failed to do so. and he was 
set upon and injured. The insurance 
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carrier resisted payment of compensa- 
tion on the ground that the injury or 
accident did not arise in the course of 
employment. The commission decided 
that when the employer accompanied 
his men to their homes for purposes of 
protection such action was analogous 
to the employer furnishing transporta- 
tion to his employes to and from the 
plant, and the courts have held that 
accidents occurring during such trans- 
portation constituted an accident under 
the compensation law. 


REPORT FOR HALF YEAR 

The Pennsylvania Manufacturers’ As- 
sociation Casualty Insurance Company 
has made a statement for the half year. 
June 30 the assets were $2,514,545; re- 
serves, $1,587,939; capital stock, sur- 
plus subscribed and earned surplus, 
$926,607; premium income, $1,573,051: 
total income, $1,612,973; losses paid, 
$219,016; dividends to policyholders, 
$323,612; operating expenses, $126,744; 
total disbursements, $625,835. 








WRITING FULL COVERS 

The stock for the new fire company 
of the Pennsylvania Manufacturers’ 
Association has been fully subscribed, 
and as soon as certain legal require- 
ments are conformed to it will begin to 
write policies. A temporary organiza- 
tion..was effected, substantially that of 
the Pennsylvania Manufacturers’ Asso- 
ciation Casualty Insurance Company, 
and from now on, fire and theft risks 
on automobiles will be covered directly 
and wholly by the one organization. 





AGENTS’ PRIMER READY 
Di. R. S. Keelor, automobile depart- 
ment manager for the United States 
Casualty, has issued an “Automobile In- 
surance’ Primer” which should be val- 
uable to agents. 





REFERENDUM IN DOUBT 
Advices from Missouri are that the 
referendum to repeal the compensation 
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law will likely fail. Sufficient signa- 
tures were obtained, but it is believed 
many of them will be considered as 
having been improperly obtained. The 
law becomes effective November 1. 
The insurance department has not ap- 
proved the rates filed and the governor 
will not appoint an industrial commis- 
sion until the result of the referendum 
is known. 





INVESTIGATING SERVANTS 
One of the surety companies has an- 
nounced that it has established a new 
service to investigate the character of 
servants and to protect housewives 
against dishonest and undesirable per- 
sons seeking employment. 





Henry D. Clarke at Office 
Henry D. Clarke, plate glass manager 
for the Great Eastern Casualty, is at 
the office again; not so spry as for- 
merly but looking well considering 
what the surgeons took away from him 
in money and other things. 





Safety Men Graduated 
The Northwestern Ohio Safety Coun- 
cil has graduated its first class of 
safety supervisors. The course takes 
ten weeks. One hundred and thirty 
men received diplomas. 
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Every Store Needs 
SEVERAL Fyr-Fyters 


Wherever a fire might start, there should be a Fyr- 
Fyter within arm’s reach. 


Very few merchants have sufficient fire protection. 


Many have no means of putting out small blazes—that 
quickly grow to conflagrations. 


You can take these orders, make a fine profit for your- 
self, and render your client an invaluable service at the 


same time. 
Fyr-Fyter is panic proof. Anyone uses it right 
INSTINCTIVELY. It can’t be misused. There are no 


levers. It throws a steady stream, shoots thirty feet 
accurately and accumulates pressure, rendering continu- 


ous pumping unnecessary. 


Write for our offer to insurance agents. It has already 
been accepted by hundreds of America’s best agencies. 


The Fyr-Fyter Company 


Dayton, Ohio 
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